April 29, 1957 
31,600 Copies This Issue 


Published Every Other Monday 


UIMIBIS IVAN 


anD BUILDING PRODUCTS MERCHANDISER 


:j 
| | 
4 


a | 
\.Guideposts for 
\ Selling Pi 


e-Pric 
\Lumber a 


PAGE 28 


OTHER LUMBER FEATURES: _/// Lumber for Components, p. 43 


Selling Industrial Trade, p. 44 
Grade-Marked Lumber, p. 52 Quality Beats Price, p. 48 


Lith 























qi ig ee ; 





wk ilers the architect and pe ~ : 


possibilities for interior and exterior design 


Random Grooved Texture One-Eleven has all the same popular 
qualities found in regular Texture One-Eleven. Only here the 
grooves are cut at different intervals on the face of the plywood, 
giving the appearance of random planking. The pattern is also 
available in Brushed Texture One-Eleven. 
Attractive and practical as exterior sid- 
ing, patio enclosers, carports, feature walls, 
fencing and in partitions. You'll 
also see it in commercial buildings 
where a wood accent is needed. 
Remember, all Texture One- 
Elevens are split-proof, puncture- 
proof and are a grade-trademarked 
exterior fir plywood... (EXT- 
DFPA) made with 100% water- 
proof glue. 
= 


ORDER NOW from your nearest 
ROSEBURG JOBBER 
or wholesaler 


~Lok-y 4 -fel fe P. O. Box 1091 
mel T=), 8°2° Ry ROSEBURG, OREGON 


Circle No. 3 on Coupon, page 76. 





















































ROSEBURG’S 


RANDOM GROOVED 
Texture One-Eleven 


EXTERIOR FIR PLYWOOD + EXT-DFPA 





Textured One-Eleven 


Encompassing all the popular 
features of regular Texture 
One-Eleven, Brushed One- 
Eleven has a deep etched sur- 
face displaying a rippled 3-d 
grain effect. 








Brushed-Wood Plywood 


One of the most beautiful and 
decorative plywoods ever de- 
veloped. 100% clear panel 
faces with Roseburg's Quality 
“Deep-etch'’ manufacturing. 





Knotty Pine Plywood 

Always a popular plywood for 
cabinets and wall paneling. Its 
wide use encompasses botk & 
new construction, remodeling. 
eling. 





Roseburg Lumber 

Cut from the nation's largest 
stand of virgin timber, Rose- 
burg Quality lumber is 100% 
kiln dried and end stamped, 
excepting plank and timbers. 
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CONSUMERS! Full-page, full-color ads in 
SATURDAY EVENING POST (June 1 issue), 
BETTER HOMES & GARDENS (June issue). 


THE BIG PUSH IS ON 
FOR RUSTICWOOD! 


The lid is off! Simpson is launching the greatest ply- 
wood promotion in its history! Full-page, full-color 
ads in the greatest consumer magazines of them all— 
Saturday Evening Post and Better Homes & Gardens! 


Opening gun in this plywood sales barrage promotes 
Simpson RUSTICWOOD—a beautiful, wire-brushed, 
redwood plywood that sells on sight—a high markup, 
stable-market item exclusive with Simpson. Rustic- 
wood is deeply channeled every 4” on 4’ x 8’ sheets, 
has instant appeal for either interior or exterior use. 

RUSTICWOOD will also be aggressively merchan- 
dised to architects and builders with full-page color 
ads in their trade magazines. So get on the Simpson 
plywood bandwagon now! Send for your FREE 
SAMPLE OF RUSTICWOOD together with Simp- 
son’s new 36-page “MANUAL ON FINISHING 
PLYWOOD.” Simpson Logging Company, Sales 
Office, Plywood and Doors 2301 N. Columbia 
Blvd., Room No. 702, Portland 17, Oregon. 


Regional Offices in New York, Cleveland, Chicago, 
Minneapolis, Memphis, Dallas, Denver, Los Angeles, 
Portland, Seattle. General Offices in Shelton, Wash. 


Circle No. 19 on Coupon, page 76 


PLYWOOD * DOOR PRODUCTS 


ARCHITECTS! Full-page, 2-color ads in 
ARCHITECTURAL FORUM — PROGRESSIVE 
ARCHITECTURE (May and June issues). 


GIVE YOUR HOMES A SELLING PLUS WITH SIMPSON RUSTICWOOD 


PLYWOOD # DOOR PRODUCTS 


B U | L D E R S! Full-page, 2-color ads in AMER- 
ICAN BUILDER—PRACTICAL BUILDER 
(May, June). 


You can also rely on Simpson for Acoustical, Insulating Board and 
Hardboard Products, as well as a complete line of speciality plywoods. 


PLYWOOD & DOOR PRODUCTS 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


MORE SIGNS MONEY IS ABOUT TO GET EASIER. 


Loans will be easier to get in the next few months. Interest may not go lower 
but borrowers who were turned down in recent months will find banks with more 
money now. More money has been going into savings...there's less borrowing by 
industry for inventories, expansions. 

FHA 5% mortgage loans are being made more often by insurance companies and 
other lenders who find they now have more funds. Savings and Loans are elated 
over removal of the 50-mile restriction on doing business. Interest rates are 
Slowly inching downward a bit in some areas on preferred loans. 

It's temporary, say the experts. Don't count on it lasting more than the 
next few months. No long-term free and eaSy money is anticipated. This opinion, 
however, is not shared by many people we talked to this week. They believe the 
various groups in Washington have won the battle for a liberal housing bill and 
have an expanded FHA on ice. 











1958 BUILDING OUTLOOK EVEN BETTER. 


Spring building is just getting underway but housing circles seem even more 
interested in the prospects for next year. The verdict—an excellent year 
fostered by many favorable factors. 

Easier money is expected because the Federal Reserve policy is already 
changing and a revitalized FHA is anticipated. The trend to larger homes should 
continue next year, boosting dollar volume in the house building industry. 

Better values in houses offered the public should also increase sales. Smart 
builders already have homes being designed for late fall and next spring which 
Should go a long way towards putting some lift into home building. Finally, 
pent-up demand is mentioned. Despite the downturn this year population continues 
to grow, demolitions are growing, and employment is still at a high level. 




















BIGGEST YEAR FOR NEW, REMODELED SHOWROOMS. 


Reports from all 48 states and Canada indicate this will be a record year 
for modernization and the building of new stores in this industry. There's lots 
of activity, too, on new warehouses designed for materials handling. Declining 
Starts do not seem to scare these lumber dealers. Dealer letters point out that 
we are only in a temporary lull, with a vastly increased market for homes just 
ahead. Add to that more remodeling business, more over-the-counter sales and 
the future looks very bright. 

There is a human-side back of most store and yard improvements. The changes 
involve investment of hard-earned capital, consideration of new locations, and 
the impact on present yard personnel. We've been in on many of these sessions 
with dealers and decisions come hard at times. Read "Seven Hats" editorial on 
page 25 and you'll see why. 

Four more manufacturers this week announced display kits for the 30 x 80" 
NRLDA panels—Andersen, Homasote, Roddis and Upson. They join some 22 other 
producers who have shown a practical interest in providing dealers with highly 
useable display tools. A line to us here in Chicago will bring the complete 
list. A bow also to Armstrong Cork for establishing a lumber dealer merchan- 
dising service. 











SUPPORT BUDGET REDUCTIONS. 


Defense is blamed for the larger budget but it's a weak argument. Military 
expenditures are only up 6.8% from 1954. Welfare costs, however, are up 41%, 
veteran's benefits jumped 11.7%, aid to the farmer is 10.3% more and foreign 
assistance has leaped 26.7%. Add this to state and local spending—$18 billion 
in 1950, now $33 billion in 1957. The combined take is $1 dollar in every $3 
earned by Americans. How about a wire to your Senator and Congressman? 

(news continued on next page) 
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March Starts Fall 

Housing starts in March dropped to 
a seasonally adjusted yearly rate of 
880,000 units, lowest for any month in 
more than eight years. Actual starts 
during March totaled 83,000 units, a 
28% climb over February but still 16% 
below a year ago. It was the lowest 
March since 1949. March starts in- 
cluded 75,500 homes and 7,500 public 
housing units, mostly military housing. 

The Labor Department said private 
and public housing units in the first 
quarter amounted to 213,000 units— 
again less than any first quarter since 
1949. Privately financed units amount- 
ed to 200,200 homes. 

FHA officials expressed the hope 
that the March figures were the “dark- 
ness before the dawn.” They cited new 
figures on the flow of mortgage insur- 
ance applications into FHA as an indi- 
cation of a possible building upturn 
just ahead. 


Construction Outlays 

Construction of all types totaled 
nearly $9.2 billion in the first quarter, 
government figures showed. This was 
4% above the previous high for the 
period reached a year ago. Private 
construction was 1% above the like 
1956 period. Declines in homes, stores 
and farm structures were offset by rec- 
ord construction of industrial and of- 
fice buildings, churches, schools and 
hospitals. 


GI Loans Drop 

Home building proposed under the 
GI loan program dropped in March to 
a level only half that of a year ago. 
Applications to the VA fell to 19,508, 
from 20,170 in February and 37,511 in 
March 1956. Housing starts under the 
program increased to 11,449 in March, 
from 9,918 the month before. But they 
still were far below the year-earlier 
level of 20,590. 


Look Magazine Awards 

Nine cities have been named win- 
ners of community Home Achievement 
Awards for outstanding progress in im- 
proving residential areas. The awards, 
given for the first time this year, are 
sponsored by Look magazine. 

The winners are: Baltimore, Md.; 
Chicago, Ill.; Indianapolis, Ind.; Little 
Rock, Ark.; Memphis, Tenn.; Norfolk, 
Tenn.; Rochester, N. Y.; Seattle, 
Wash.; and Shreveport, La. 
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Chicago, Memphis, Norfolk, Little 
Rock and Shreveport were honored for 
their work to eliminate slums and sub- 
standard housing. Baltimore and Seat- 
tle were saluted for the work of home- 
owners in saving specific neighhorhoods 
from deterioration. In Seattle OHI 
played a significant role in helping con- 
serve the Queen Anne Hill district. 

Awards were conferred on Indian- 
apolis and Rochester for two unique 
projects supplementing the cities’ basic 
housing programs. In Indianapolis, 
Flanner Homes Inc., a sweat-equity 
project was cited because it enables a 
buyer to earn his mortgage money by 
helping to build his own house. Roch- 
ester began expanding Cobbs Hill 
Village, which provides individual 
apartments for the aged at about $48 
a month. 


Lu-Re-Co-Visking Contest 

More than 500 retail lumber dealers 
have agreed to participate in a giant 
consumer contest sponsored by the 
Visking Co., Chicago, with the first 
prize being a complete Lu-Re-Co panel 
home. Many dealers are building model 
homes or having contractors erect Wo- 
men’s Congress Home Design No. 2, 
which will be awarded in the contest 
and featured in double spread ads in 
the May 6 Life and May 28 Look 
magazines. The contest begins in May 
and closes June 30, 1957. 

The contest includes many other 
prizes with a total retail value of more 
than $60,000. It is in behalf of Visking’s 
casings division, which produces cover- 
ings for frankfurters, sausages and 
other meat items. Visking is best known 


% 


FUEL SAVINGS of 25% over a house con- 
structed to meet only FHA minimum re- 
quirements are claimed for this home 
erected by George S. Goodyear, Charlotte 
N.C., builder and president of NAHB. It 
is one of 172 homes entered in a low cost 
comfort program sponsored by Owens- 
Corning Fiberglas. Goodyear's house is one 
of 27 both heated and air conditioned 
electrically. 


in this field for its polyethylene film 
used for moisture barriers. 

The prize Lu-Re-Co home is sponsor- 
ed by the National Retail Lumber Deal- 
ers Association and its federated state 
and regional associations. It will be 
built under the supervision of the Lum- 
ber Dealers Research Council. Plans 
are by National Plan Service which has 
prepared a complete kit for lumber 
dealers interested in tieing in with the 
contest. Their address is 1700 W. Hub- 
bard St., Chicago, 22. 

Dealers using the promotion locally 
will be eligible to enter American 
Lumberman’s new Home Merchandis- 
ing Contest announced in this issue 
on page 66. 


TV House Plans 


The NBC television network’s home 
building promotion—“The House that 
Home Built” has now been made avail- 
able to builders. Contractors and deal- 
ers interested in reviewing a simplified 
set of plans may obtain them free of 
charge by writing NBC at 30 Rocke- 
feller Plaza, New York, N. Y. 

The plans are based on the planning 
principles agreed to by the Women’s 
Congress on Housing. The house it- 
self is one-story with two-baths and is 
built around a utility core which cen- 
tralizes plumbing and ventilating fa- 
cilities. It is available in two versions, 
A, which could be built under $20,000 
and B, $25,000 and up. Complete plans 
are $100. 


RETAILING 


"Showcases" for Materials 


Privately sponsored display centers 
for the showing of building materials 
and appliances are a growing trend in 
metropolitan areas. Newest to open 
is Built-In Age, a 27,500 square foot 
exhibit area at Mountainside, N. J., on 
Route 22. Construction is underway 
at Hempstead, L. I., of a similar dis- 
play building and at Miami a 100,000 
square foot building is about complete. 
In Los Angeles a $5 million display 
center was begun last September. Built- 
In Age, sparkplug in the idea, has plans 
for places at Dallas and Chicago. 

No actual selling will be done in any 
of these centers. They are essentially 
for the architect, the interested dealer 
and the general public. It will, how- 
ever, put some pressure on building 
material dealers in larger cities to do 


(News continued on page 12) 
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57-A—Boxed for easy display 


Low price Flat Varnish Brushes 
displayed for quick sales. 5 doz. 
assorted 2” to 3”. 


57-E—3-in-1 Package 

Your choice of three assortments 
—Pure Bristle, Pittsburgh Syn- 
thetic or Nylon. Contains 3-9/12 
doz. assorted 12” to 3” Flat Var- 
nish, 4” Wall and 1%” Angular 
Sash Brushes. Sturdy wire rack 
display that’s easy to see. 
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Bondex®— Always popular 


Perfect applicator for Bondex. 1 
doz. fast-selling coating brushes. 
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Step up sales with these 
COLORFUL, 
SELF-SERVICE DISPLAYS 


Theyte FREE 


57-C—complete with 10% doz. 
Y2" through 3” wide Varnish 
Brushes. 1 doz. 2” Sash Brushes, 
¥%, doz. 4” Wall Brushes. Mail 
coupon for price information. 


BRUSHES + PAINTS «+ GLASS 


@ These colorful, attention-com- 
pelling displays will attract cus- 
tomers and increase sales. Order 
the brush assortments that sell 
best for you. These self-service 
displays come free as a business 
builder. Use them in your store 
windows, on your sales counters 
or in your paint department. 


Gold Stee 
rushes 


are back again! 





Made with Finest Pure Bristles 


@ Pittsburgh’s famous Gold Stripe 
line is available once more in quantity. 
Experienced painters recognize these 
to be the finest paint brushes made. 
Each brush is carefully filled by hand 
—by expert brush makers using per- 
fect, pure bristles. They’re made to 
stand up under long years of steady, 
professional use. 





@ Here’s a simple, compact display 
of these high-quality brushes your 
customers Cannot miss. 


PITTSBURGH 
BRUSHES 


Gold Stripe Rad Stipe 


CHEMICALS «+ PLASTICS «+ FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
MAIL THIS COUPON FOR COMPLETE DETAILS 


PITTSBURGH PLATE 
GLASS COMPANY 
Brush Div., Dept. AL-47 
3221 Frederick Avenue 57-C 0 
Baltimore 29, Maryland 

Gentlemen: Please rush 57-E 0 


me more information 
about FREE brush dis) BONDEX () 


plays I have checked. 


Name 


Firm 


Address 


City._ 


Circle No. 5 on Coupon, page 76. 























FITS-ALL NO. 8 


A grille that is selling like hot cakes. Features M-D's patented 
“flower-pot"’ style holder which makes it easy to install this popular 
grille on nearly all standard size doors. Individually packed in colorful 
carton with complete instructions and screws. Available in three finishes. 








FITS-ALL NO. 9 


This graceful grille adds 
beauty to any screen door, 
designed to fit all standard 
doors and adjustable to 
many others. Packed in 
individual, colorful display 
carton with full instruc- 
tions and necessary screws. 
Available in 3 finishes. 


Surface clamps ore 
furnished FREE 
with Grilles No. 
5, 8 and 9. These 
clamps make it 
easy to install 
grilles on the sur- 
foce rather than 
between stiles 
@s shown above. 
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FITS-ALL NO. $6 


This striking grille is an 
All-American favorite. 
Graceful in design and 
evailable in three finishes. 
Easily installed and fully 
adjustable on standard size 
screen doors. Pocked in 
individual colorful carton. 
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M-D PUSH GRILLE NO. 23 M-D PUSH GRILLE NO. 15 M-D PUSH GRILLE NO. 16 


A graceful addition to any 
combination door—wood 
or metal. 16” high for 
either 32”, 36” or 42” 
doors. Packed 12 to 
carton. 


Made especially for com- 
bination doors—wood or 
metal. 15” high for 21”, 
23” and 27” insert panels 
and for regular 32” or 
36” doors. Packed 12 to 
carton, 


Made especially for com- 
bination doors—wood or 
metal. 32” or 36” doors. 
Packed 12 to a carton. 


on Ge ee cee I oe om oe 


P. O. BOX 1197 ® OKLAHOMA CITY 1, OKLA. 
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doors wear these beautiful, exciting 


SCREEN DOOR GRILL 





FITS-ALL NO. FS 


Provides full protection for 
full-size panel screen 
doors. Fits-all No. FS can 
be adjusted to fit all doors 
from 22” to 30” wide, and 
from 75” to 55” high 
between stiles. 


~"27i i 








FITS-ALL NO. 5 


Gracefully designed, yet 
fully adjustable for nearly 
all standard size screen 
doors. Easily installed on 
wood or metal combina- 
tion doors. Each grille 
packed in attractive indi- 
vidual carton. Available 
in three finishes. 














FITS-ALL NO. 1 


Instantly adjustable to all 
screen doors. Accordion- 
like action permits expan- 
sion from 16” to 303,” in 
width between stiles and 
from 40%” to 30%,” 
high. Squared up size is 
30%,” x 30%”. Packed 12 
to carton, screws furnished. 
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FITS-ALL NO. 3 
For lower section of door with cross-bar. Fully 
adjustable from 14” wide and 3212” high 
between stiles to 25” wide and 25” high 
between stiles. Packed 12 to carton. 

FITS-ALL NO. 4 
For upper section of doors. Adjusts from 
19'%2” wide and 20%” high between stiles. 
Packed 12 to carton. 

FITS-ALL NO. 7 
Adjusts from 14” wide and 33%” high 
between stiles to 26” wide and 26” high. 
Squares up at 26”x 26”. Packed 12 to carton. 


All M-D GRILLES 
AVAILABLE IN 


Rust Proof 
Tarnish Proof 
Lifetime Finishes 
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M-D MESH 
GRILLE 


Interlaced ribs form 
strong protection 
for screen. Avail- 
able for 32” and 


M-D PUSH GRILLE NO. 4 


A very inexpensive and graceful push = 
Y P 9 P 36 doors. Packed 


grille. 4’ high for either 32” or 36” i as Wh te ean ALBRI 
doors. \ Anodized 
Chrome Co 
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SCREEN DOOR 
GRILLE 
Easily installed on 
doors or as window 
guards. Fits 30” 








(0) 


M-D PUSH GRILLE NO. 6 and 32”, 36” 42” 
































doors. Available in 
steel black enamel 
or with Silvery-Satin 
or Albright finish. 


Another handsome, low-priced push 
grille for aluminum or wood doors. 6” 
high for 21”, 23”, and 27” insert panels 
and for regular 32” or 36” doors. 
Packed 12 to carton. 

DEALERS BUILDERS 
ler direct today! Your 
¢ shipped promptly. 
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a better display job in his own show- 
room, 

Visitors to the centers will be asked 
to check off products they are inter- 
ested in and marked cards will be 
turned over to receptionists. This in- 
formation will then be relayed to man- 
ufacturers who in turn will turn leads 
over to local dealers. 


"Pilot" Retail Stores 


Minneapolis-Moline, manufacturer of 
farm machinery, has taken a big step 
forward by establishing “pilot” retail] 
stores in each geographical area where 
different marketing and farm _ prob- 
lems exist. The stores will become 
testing grounds for marketing men in 
the same sense that experimental 
farms are for design engineers. 


Painting Credit Plan 


Painting and decorating contractors 
are now promoting their new credit 
plan designed to offset the do-it-your- 
self trend which has cut sharply into 
their business. A new folder talks up 
monthly payments and the advantages 
of using a_ skilled professional. All 
of which brings up the old saw about 
locking the barn door after the horse 
has been stolen. Experts in the paint 
field doubt even easy payments will 
convince all homeowners that a pro- 
fessional job is worth the cost and 
time required. 


DEALER NEWS 


Rains Cut Sales 

Almost continuous rains have crip- 
pled new construction and the retail 
lumber business throughout the south. 
Louisiana has been especially hard hit. 

In Monroe, La., for example, it rained 
17 work days in January and the sun 
was out just one week in February. 
Dealers in these areas plan to put more 
emphasis on home improvement sales 
to offset this loss. 


Calcasieu Wins Contest 


W.S. Drake, Jr., president Calcasieu 
Lumber Co., Austin, Tex., has been no- 
tified that his firm is the grand prize 
winner in the nationwide 1956 Home 
Improvement Contest sponsored by 
Better Homes and Gardens magazine. 
Drake received a check for $620, top 
money in the competition. 

The contest was open to dealers 
throughout the United States in over 
a dozen classifications, including ap- 
pliances, building materials, depart- 
ment stores, floor coverings, furniture, 
garden supplies, hardware, paint and 
wallpaper, plumbing and heating and 
others. 

This contest is a direct tie-in with 
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MANAGEMENT team at Calcasieu Lumber 
includes left to right, Earl Young, adver- 
tising manager, Bill Drake, president, and 
Raymond Dear, general sales manager. 


the Better Homes and Gardens 
$25,000 home improvement contest for 
homeowners. Prizes were awarded to 
dealers for the best advertising pro- 
motion of the magazine’s homeowner 
contest, and for the most effective 
work in the field of home improvement 
in 1956. One classification winner was 
selected from each of the categories 
entering the contest, and from these 
classification winners, four dealer fi- 
nalists were chosen. Of the four final- 
ists, Caleasieu was judged the grand 
prize winner. 

Calcasieu’s entry in the contest was 
a folder containing pictures of win- 
dow and store displays, reproductions 
of newspaper advertisements, copies of 
radio and television scripts and two 
ease histories of home improvement 
projects constructed by the _ store. 
These case histories included “before” 
and “after” pictures of the improved 
properties and cost figures for work 
done. 

This is the second national contest 
for advertising and promotion to be 
won by Calcasieu within the past 
month. On March 20th, they were no- 
tified that the firm had been awarded 
a Certificate of Merit in the nation- 
wide 1956 Brand Name Retailer-of- 
the-Year Competition for the most 
outstanding promotion of brand names 
by retailers. From hundreds of en- 
trants over the entire nation, only four 
building materials companies won cer- 
tificates of merit. 


LUMBER 


Gains for Wood 


Definite gains for wood in new house 
construction have been noted by the 
National Lumber Manufacturers after 
viewing surveys on one-family resi- 
dences made last year by the Bureau 
of Labor Statistics. 

The survey showed that 83% of the 
new homes were of frame construction 
with the sharpest gains in the south 
where there was a rise of 16 percent- 
age points between 1955 and 1956 


Ca 


Hardwood floors were used in 84% of 
the living rooms, 85% of the bedrooms 
and 81% of the dining rooms. 

Wood kitchen cabinets went into 
88% of the houses, a significant in- 
crease from 1950 when the figure was 
75%. The number of houses on slabs 
remained at 16%, while those with 
basements gained. Wood windows re- 
mained a favorite, being installed in 
57% of the houses in both 1955 and 
1956. Wood paneling had its greatest 
popularity in family rooms, being used 
in 31% of the houses. Wood siding 
alone was specified on 24% of the 
homes and on another 7% in combina- 
tion with brick facing. 


New Lumber Standards 


An open meeting will be held in 
Washington, D. C. on May 17 to provide 
an opportunity for all interested parties 
to be heard concerning the subject of 
revising the American Lumber Stand- 
ards. Two important proposals will be 
discussed—changing the finish size of 
1” borads to %” and 19% moisture 
content applying to common grades of 
dimension and boards. 


More Unitized Lumber 


The Materials Handling committee 
of the National Retail Lumber Dealers 
Association has appointed a subcom- 
mittte to plan the materials handling 
program at the NRLDA exposition 
next fall and has taken steps to en- 
courage further boxcar shipments of 
unitized lumber. 

The committee has decided to have 
test shipments of unitized lumber 
made to about 50 retail lumber dealers 
who have agreed to check the results 
of each car closely and to make a re- 
port to the committee. The NRLDA 
group has also recommended to the 
Association of American Railroads 
that all railroads investigate the ad- 
vantages of more all-purpose “plug- 
door” boxcars. 

J. C. O'Malley, chairman of Mate- 
rials Handling committee, stated that 
this type of car is suitable for unit 
loads and that because it is a dual pur- 
pose car it should enable railroads to 
fill the growing demand for wide-door 
cars without neglecting the needs of 
single-door users. 

(News continued on page 16) 
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16° STAGGERED DOOR openings equipped 
with one door of standard sliding type and 
another door of the ''plug" type on each 
side are now being built by at least three 
western railroads, although some have 
door openings of either 12 or 15' width. 
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Corrugated Aluminum Roofing in Rolls* 
The No. 1 choice in roofing for farm and industry, 
QSM's aluminum roofing in Rolls is always a fast 
moving item. It’s the roofing that rolls on like a 
rug, leaving no side laps to leak. Build extra 
volume by selling QSM aluminum roofing in Rolls 
for siding and decorating uses, too. 28'' and 
48"' widths, 50 and 100 ft. lengths. 

*Ochiltree Patent No. 2,369,487 


Rain Carrying Equipment 

in both Aluminum and Galvanized 
Gutter, downspouting and a complete line of 
accessories are available in O.G. Box and Half 
Round. Aluminum O.G. gutter pipe and acces- 
sories can be supplied in embossed finish. Quaker 
State’s facilities are geared to give you fast 
service, in the amounts you want when you 
want it. 


beat competition... 


Quaker State Aluminum 
Reflective Insulation—Vaper Barrier 


QSM bonds aluminum with hot asphalt to a 
heavy Kraft paper giving easy to handle, rolled 
reflective insulation and vapor barrier. Reflects 
up to 95% of the radiant heat when it faces an 
air space. Can be installed between studs inside 
a wall or over ceiling joists. Available with 
aluminum one or two sides. 


offer your customers ‘‘one-stop’’ buying service 
with the complete line of 
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FAST-SELLING ... PROFIT-MAKING 
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QUAKER STATE Lawn Edging 
Available in Aluminum or Galvanized, 4 or 6 
inch widths, 25, 40 or 100 ft. lengths. There's a 
QSM lawn edging for every user at the price he 
wants to pay. 4'’ packed 12 units in master 
display carton. 6'’ packed 8 units to master 
display carton. 


aker State 
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QUAKER STATE 
Aluminum Arbor 
Designed and priced to 
sell on sight. Arbor is 24"’ 
wide by 10 feet long, stays 
bright and new looking 
because it's rustproof 
aluminum. Packed in carry- 
home package complete 
with installing accessories 

and instruction sheet. 
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QUAKER STATE Aluma-Props 


These lightweight aluminum clothes props are 
ideal for outdoor or indoor use. Adjust from 414 
ft. to 8 ft. Won't sag or slip—can't rust. Unique 
slotted rubber top grips metal, rope or plastic 
lines under all conditions. 


Make your store “one-stop” headquarters for QSM Alumi- 
num building and lawn products today. Write for full details. 


THE MOST COMPLETE LINE OF ALUMINUM BUILDING PRODUCTS MANUFACTURED AT ONE SOURCE! 


CORRUGATED ALUMINUM ROOFING IN ROLLS * FARM ROOFING AND SIDING SHEETS « INDUSTRIAL ROOFING AND SIDING SHEETS * ROOFING 

AND SIDING ACCESSORIES * ROLL VALLEY AND UTILITY SHEETS UTILITY FLASHING STOCK AND SHINGLES * ALUMINUM BUILDING SHAPES 

REFLECTIVE INSULATION * VAPOR BARRIER * ALUMINUM RAIN CARRYING PRODUCTS * ALUMINUM WEATHERBOARD SIDING AND AWNING 
STOCK * ALUMA-PROPS * ALUMINUM LAWN EDGING IN ROLLS * GALVANIZED LAWN EDGING IN ROLLS 


QUAKER STATE METALS COMPANY 
LANCASTER, PA. 


© Quoker State Meta 9s 
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1. Fir plywood cabinets 
and built-ins add 
livability and salability 


Your sales story is built-in, too, when 
you offer prospects plenty of storage 
space. And what material makes more 
sense for built-ins than fir plywood? It’s 
low in cost, large, light and easy to 
use. Fir plywood speeds work, simpli- 
fies framing and carpentry work. Plan 
now to offer your prospects the ‘‘plus” 
that makes sales in today’s competitive 
market—fir plywood cabinets and built- 
ins, lots of them. 





Show your customers how to Ad d th e 


with FIR PLYWOOD 


2. Give your homes the 
look of luxury with low- 
cost fir plywood paneling 


















































Use fir plywood for an entire feature 
wall—or as a smart accent for other ma- 
terials. Either way a little fir plywood 
paneling does a lot to help you sell 
homes faster and at greater profit. Fir 
plywood doesn’t have to be “babied” 
on the job. It goes up quickly, takes 
any finish. Fir plywood comes in stand- 
ard grades as well as several new tex- 
tured panels that enhance wood’s 
natural warmth and beauty. 
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Bedroom built-ins include roomy 
wardrobe and drawer unit and 
built-in bunk beds to permit 
owners to move in with minimum 
investment for furnishings. 


Carport storage makes up for 
lack of bulk storage area in 
garage or basementless homes. 
Exterior plywood lockers for 
garden and patio gear fit trend 
to outdoor living. 


Kitchen built-ins like this 
range and oven unit 
make a big hit with your 
women prospects. Plywood 
cabinets won't dent or rattle, 
can be easily re-finished. 


In every room, fir plywood built-ins boost loan value 


“custom touch”’ (at low cost) 


built-ins and paneling 


Smart modern textures dramatize fir plywood’s real wood beauty 


ee ee gape epee 


Texture One-Eleven Exterior Brushed plywood accents Striated plywood. “Combed” Embossed plywood has dis- 
plywood has deep parallel grain pattern with striking pattern created by closely tinctive designs permanently 
grooves, subtle surface texture. third-dimensional effect. spaced parallel striations. pressed into surface of panel. 








means quality construction 


Fir plywood design ideas — New portfolio includes ideas for plywood built-ins, color 
illustrations and descriptions of new textured panels, specification and construction data. 
Write (USA Only) Douglas Fir Plywood Association, Tacoma 2, Washington. 
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imported Plywood 

The new Imported Hardwood Ply- 
wood Association has moved into per- 
manent offices in the World Trade 
Center building, San Francisco. Gor- 
don Ingraham, the new secretary, is a 
graduate architect and formerly was 
with the U. S. Forest Service. 

A membership drive and a six-point 
program was adopted at a recent 
meeting at Fresno, Calif. Present 
membership represents about 70% of 
plywood imported into the U. S. from 
Japan. 


Weyerhaeuser Merger 

Merger of Weyerhaeuser Timber 
Co., Eddy Paper Corp. and Kieckhefer 
Container Co. will be considered by 
stockholders of the three companies 
late in April, the three firms an- 
nounced jointly. Under the merger, 
Weyerhaeuser Timber would have 
about 30.3 million shares of common 
stock outstanding, compared with 25 
million now. Last year’s combined net 
income of the three amounted to about 
$64.5 million. 


San Francisco 

Fine spring weather has brought the 
optimism of sunshine to the northern 
California lumber market. Good weath- 
er, industry spokesmen assert, will 
bring a pickup in home building and 
in general construction “and inevitably 
will help to raise the lumber market 
from its doldrums.” 

Work in the woods for the past 
month has been slow due to wet weath- 
er and many mills have not yet re- 
opened. Retail outlets have been slow 
to stock up just at inventory time. 
Everything considered, the over-all 
market has changed very little in re- 
cent weeks. 

The market for green fir dimension 
shows improvement in demand but 
with prices at the same level of recent 
weeks, with standard and better green 
dimension bringing between $62 and 
$65. Demand has increased slightly for 
plywood sheathing although price does 
not vary much from the $72 base. 


Tacoma 

Some general improvement in the 
lumber market is apparent. However 
there is little to indicate that it is 
other than the seasonal upswing that 
usually is evident at this time of the 
year. Most operators are pessimistic 
as they feel there has not been suffi- 
cient change in the overall situation 
and they had hoped that seasonal up- 
ward trend would be greater. 

They point to reports presented at 
the recent meeting of the Pacific 
Northwest Advisory Board, which 
deals with railroad traffic movement, 
where it was disclosed that lumber 
shipments during the next quarter are 
expected to decrease, particularly in- 
sofar as fir and pine lumber are con- 
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cerned. Plywood shipments, they say, 
are expected to gain about 10% over 
the second quarter of last year. 

Poor markets and weakening prices, 
due in large part to the downward 
trend in residential construction, has 
adversely affected employment and 
wages in lumbering and logging op- 
erations, according to Peter R. Giovine, 
state employment security commis- 
sion, This is in contrast to gains in air- 
craft manufacture and other industrial 
activity, notably pulp and paper. How- 
ever there has been some increased ac- 
tivity in logging and construction in 
recent weeks. 


Seattle 

There is no apparent trend to the 
lumber market here. Prices are hold- 
ing though soft. Green fir dimension 
has advanced and declined $1 to $2 but 
is not strong enough to push to higher 
figures. The series of storms in the 
middlewest have cut into trading 
routes. Most affected are the transits 
which are hard to sell. Production 
weather here has been good and inven- 
tories tend to build up. Figures on 
wood workers applying for unemploy- 
ment insurance make clear there is 
considerable unemployment due _ to 
curtailment. 

Hemlock lumber is soft and sales 
follow the pattern of fir. No.2 shin- 
gles are in good demand and scarce 
while number 1’s tend to accumulate. 
Red cedar siding prices are holding 
and the cedar plants are making every 
effort to maintain them. Pines and 
spruce have had a little flurry of busi- 
ness but prices have not advanced. 


Lumber Nationally 

Lumber shipments of 487 mills re- 
porting to the National Lumber Trade 
Barometer were 4.1% above production 
for the week ended March 30. New 
orders were 15.7% above production. 
Unfilled orders amounted to 33% of 
stocks. For the year to date shipments 
were 2.2% below production. 








BRAND NEW ceiling tile by Armstrong 
Cork may set a trend in more attractive 
fiberboard products. Called ‘'Starlite’’ it 
has a random scattering of stars and 
moons over the surface. Top producers are 
all turning to texture and color for pre- 
decorated ceiling tiles. 


Southern Pine 


Lumber shipments of 105 mills re- 
porting to the Southern Pine Associa- 
tion were 14.1% above production for 
the week ended March 30. New orders 
were 4.3% above production. Orders 
were 8.5% below shipments for the 
week, 


Western Pine 


Lumber shipments of 113 mills re- 
porting to Western Pine Association 
were 2.2% above production for the 
week ended March 30. New orders were 
31.6% above production. Orders were 
16.9% above shipments. 
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Armstrong Cork 


Producers in the fiberboard field will 
be watching sales results on Armstrong 
Cork Co.’s two unusual new pre-deco- 
rated ceiling tiles. One especially called 
“Starlite” is a complete departure with 
a random scattering of small stars and 
“moons” over the face of the tile. The 
other tile called “Diamond” features 
an arrangement of concentric squares 
The products join “Tweed” a tile re- 
sembling woven homespun fabric intro- 
duced earlier this year. 


J-M's New Plants 


Two new insulating board plants will 
join the Johns-Manville production line 
within the next several months, almost 
doubling manufacturing capacity in 
wood fiber products. 

Located at North Bay, Ontario, and 
Klamath Falls, Ore., the new plants 
are designed to meet the growing de- 
mand for insulating and _ building 
board products. They augment present 
plants at Jarratt, Va., and Natchez, 
Miss. W. A. Young will manage the 
North Bay plant and W. H. Graham will 
be in charge at Klamath Falls. The 
Oregon plant will provide one of the 
first major commercial uses for lodge- 
pole pine which is abundant in this 
area. 


Buys Canadian Plant 


Black & Decker Mfg. Co., Ltd., of 
Toronto has purchased a manufactur- 
ing plant in Brockville, Ont. The com- 
pany is a subsidiary of Black & Deck- 
er Mfg. Co., Towson, Md., who reports 
the plant, with an area of 58,000 
square feet, will be ready for opera- 
tion in about three months. The fa- 
cility’s operations at first will include 
motor winding and assembly of port- 
able power tools. Later it will handle 
complete manufacturing operations, 
Black & Decker says. 


Admiral Closes Plant 


Admiral Corp. has closed indefinitely 
its Bloomington, Ill., plant where em- 
ployment ranged from 600 to 700 peo- 
ple. In announcing the step Admiral 
cited declining sales and profits and 
a drop in defense contracts. 
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you know you’re right when you 





specify by DFPA’ grade-trademarks 


€ Proper construction 


factory-inspected, 
liaboratory-tested : 
To qualify for DFPA grade-trademarks, Yi > fy 
eo \ \ ; ———._ |" Xt y 
manufacturers must pass rigid and con- Nez. Nr Se Ss 
tinuous inspection of current plywood pro- ~ er 
duction. In addition to these on-the-spot : ; YX 
mill checks by DFPA quality supervisors, 

2 . 1 WA\\ Adequate strength 
thousands of samples undergo scientific _ | \ B rigidity and stiffness 
testing in DFPA laboratories. Use of grade- 
trademarks may be withdrawn if quality is 
not satisfactory. 


inside and out 


€ Dependable glue-line 


right grade, right INTERIOR-TYPE 
quality for every job oe 


DFPA grade-trademarks are specification 
guides to the right grade for a specific job. 
Only genuine DFPA quality-tested panels 
bear DFPA registered grade-trademarks. 
There are imitations. Don’t be misled! 


Be sure you can tell the difference. »|EXT-DFPA ™ 


Send for the DFPA Quality Story —a portfolio of grade- 

use data and a step-by-step description of the DFPA ; 

quality control program. Write Douglas Fir Plywood As pe “4 ps 
sociation, Tacoma 2, Washington. (Offer good USA only *DFPA stands for Douglas Fir Plywood Association, Tacoma 2, 
Washington—a non-profit industry organization devoted to 
product research, promotion and quality maintenance 


*, Sty ¢ 


“~DFEPA grade-trademarks mean quality FiR PLYWOoD 
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Butt-Weld e Trussed Design 


Dun-D-wal 


Rigid Backbone of Steel 
for EVERY Masonry Wall 


OS ES 


More Than 8,000 
Dealers stock Dur-O-woL 


D 


What an 
X-Ray 
would show 
where Dur-O-wal is used in 
every second course 16” c. toc. 


Call your ay 
nearest distributor 
or write Dept. 3-C 


additional 


information 


Dun-O-wal. 


Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, 1A. Dur-O-wal Prod., 
Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal of Ill., 119 N. River St., AURORA, ILL. 
Dur-O-wal Products of Ala., Inc., Box 5446, BIRMINGHAM, ALA. Dur-O-wal 
Prod., Inc., 4500E. Lombard St., BALTIMORE, MD. Dur-O-wal Div., Frontier Mfg. 


Co., Box 49, PHOENIX, ARIZ. Dur-O-wal, Inc., 165 Utch St., TOLEDO, OHIO 
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Low-Cost Materials Handling 

As a part of a low cost materials handling 
system, Lumberland, Inc., retail yard at Har- 
risburg, Ore., is making good use of surplus 
roller frames. The frames were purchased 
from a “cut out” sawmill for $125 each. Each 
rack has a split roll. This matches up with 
split rolls on the yard’s trucks. The rolls are 
turned by means of a four-foot diameter alumi- 
num wheel which can be removed easily from 
the roll. 

One man is able to pull a unit of lumber off 
a truck onto the rack, for storage; or from the 
rack onto a truck for delivery. The big ad- 
vantage the roller rack has is that there is 
little or no danger of spilling a load; a spilled 
load often results from using “jacks,” accord- 
ing to D. C. Peck, owner of the yard. Peck says 
his rollers paid for themselves in time saved 
and elimination of spills in a year’s time. 


Free Whittlin’ Wood 
Just odds-and-ends, but they do create good 
will for H. H. Troup & Co., Kankakee, IIl. It’s 
also a good way to attract attention to the 
lawn cart. 
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“ QUERYTHING HINGES ON HAGER / 


ir & 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Lovis 4, Mo. #@ 


Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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JUNE 1 


TWO GLORIOUS WEEKS IN HAWAII 
FOR TWO—ALL EXPENSES PAID* 


Beautiful Hawaiian Village... your Pacific 
paradise for fun and relaxation. Here every- 
thing for your enjoyment and convenience is 
at your command. Glamorous Polynesia awaits 
you. 
Here’s all you have to do to enter. Rate four ads 
in order of appeal, write a few words about 
Kaiser Aluminum Roll-On Roofing, mail in the 
entry blank. It’s that easy! 
Your Official Kaiser Aluminum “Hawaiian Vil- 
lage” Contest Entry Kit contains everything 
you need to enter the contest. 
If you have not received your contest entry kit, 
write immediately to: 

Kaiser Aluminum & Chemical Sales, Inc. 

Merchant Products Dept. 

919 N. Michigan Ave. 

Chicago 11, Illinois 
Your entry kit will be sent to you by return 
mail. Don’t delay, write today! 


Is the deadline to 


Dee 
% 


*Two weeks if you are an author- 
ized Kaiser Aluminum Building 
Products Dealer, or his em- 
ployee, at the time contest 
winner is announced. One week 
if you are not yet an authorized 
dealer or his employee. 
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enter Kaiser Aluminum’s 


AGE Contest! 


VIL 





Brand New from 


KAISER ALUMINUM! 


Roll-On Roofing and Siding Builds 
Store Traffic, Increases Sales! 


Roll-On Roofing is the hottest thing in new build- 
ing materials in years. It’s easy-to-use, lightweight, 
strong and durable, and rust-free . . . farmers love 
it! (Your town and city customers will find scores 
of uses for it, too.) 

BRAND NEW Roll-On Roofing is a natural for 
building store traffic. Stock new Roll-On Roofing 
and you know you're carrying a sure-fire seller. 


PRE-TESTED in three Southern states for almost a 
year, Roll-On Roofing met with the enthusiastic 
approval of farmers and builders throughout 
the test area. They not only acclaimed Roll-On 
Roofing’s ease of handling, but also reported 
substantial savings in time and money. 


New Roll-On Roofing is made-to-order to increase 


Just roll it on and nail it down! Two men cover a 
roof in a hurry. No fuss, no fitting small pieces. Prac- 
tically no side laps. Roll-On Roofing goes on fast... 
sells even faster! 


your sales. You get a top quality product, a real 
markup, fast turnover and bigger profits. 


And to bring pre-sold customers into your store, 
we’re backing Roll-On Roofing to the hilt with 
continuous national advertising. New Roll-On 
Roofing, and Kaiser Aluminum 48” and 26” wide 
roofing sheet, will be prominently displayed in 
Farm Journal, Successful Farming, Progressive 
Farmer, Hoard’s Dairyman, Poultry Tribune and 
state farm papers in key markets. 


With new Kaiser Aluminum Roll-On Roofing and 
this great promotional backing you just can’t miss 
making more sales than ever. To get more informa- 
tion about how you can make Kaiser Aluminum 
Roll-On Roofing the most profitable building ma- 
terial you ever handled—mail in the coupon now! 





A QUALITY LINE OF ALUMINUM 
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«ail 
ROLL VALLEY FLASHING 
AND ACCESSORIES 


KLADLINED* 


* 
ROLL-ON ROOFING 
IRRIGATION PIPE 


48” WIDE 
AND SIDING ROOFING SHEET 


PRODUCTS FOR BETTER DEALERS 


At last—a metal roofing ma- 

terial with scores of sales 
opportunities for town and city 

trade too! Use as tree and shrub —= 
guards, strip fencing, sign backing, awnings, 
background wall covering, heat and light 
reflectors. 





* 
SHADESCREEN 





& 





/uminum 


Kaiser Aluminum & Chemical Sales, Inc. 
Merchant Products Dept. AMB-2 

919 N. Michigan Avenue 

Chicago 11, Illinois 


Please send information about Kaiser Alumi- 
num Roll-On Roofing, and include details 
about the advertising program. 








*Trademark 


See “THE KAISER ALUMINUM HOUR.” Alternate Tuesdays, 
NBC Network. Consult your local TV listing. 
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EXTRA PROFITS 


--> FROM 


ADS-LIKE-THESE PLUS 


ONE ITEM How CONCRETE REINFORCEMENT 
can help you sell homes 





THE HOME OWNER 
CAN’T ADD LATER! 





30% 
AORE STRENGTH 
IN CONCRETE! 


AT VERY 
Low Cost! 


HELPS YOU 
SELL HOMES! 
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USS American Welded Wire Fabric @ i a, aa 
0 add extra quali 
to your home _/ 








From American Steel & Wire 


Here's why buyers will ask 
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STATES STEEL 
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FOR YOU! 









Here are opportunities for you to make an extra sale and extra 
profit from every sale of concrete. 

In hard-hitting advertisements in New Homes Guide, in House 
and Home, in American Builder, and in Practical Builder, Amer- 
ican Steel & Wire is selling the benefits of reinforced concrete— 
concrete protected from cracking, heaving, and other damage by = : 
American Welded Wire Fabric. We’re creating a pre-sold market ae 

















for wire fabric reinforcement. By tying-in with this nationwide a 
promotion, you can easily add sales of wire fabric to your sales Fess ro 






of concrete. 

We have the merchandising and promotion aids you need to 
tie-in at the local level. Brochures, ad mats, and direct mail 
pieces—all professionally prepared—are yours, free of charge. 
Include them with your regular mailings to customers. Tie them 
into your regular advertising program. Any good concrete in- 
stallation needs welded wire fabric reinforcement—it may as well 
be reinforcement that you have sold! Send the coupon today! 





Stim AMERICAN 


WELDED WIRE FABRIC — 
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AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL - GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS « TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS « UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


_SEND FOR YOUR PROMOTION KIT! 
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American Steel & Wire 
Dept. 3A-47, Rockefeller Building 
Cleveland 13, Ohio 





USS American 
Welded Wire Fabric 


UNITED STATES STEEL 


Rush a complete merchandising kit that will help me cash 
in on the advertising and promotion of American Welded 
Wire Fabric. 
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Down come delivery costs! 


Now a load of lumber is dumped in perfect condition at the job site in one minute 
—and the truck is on its way. The 96¢ worth of Signode steel strapping that ties 
the 7-ton (5700-bd.-ft.) load makes this possible—and makes possible unit load- 
ing at the yard, simplified tallying and prevention of pilferage. Many other 
products—from millwork to brick—cost less to handle, store, ship and receive 
when unitized the Signode way with low-cost, high-strength steel strapping. For 
more information about money-saving strapping applications, see your Signode 
representative. No obligation. Just write: 


SIGNODE STEEL STRAPPING CO. 
2605 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-wide. 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal * Toronto 
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EDITORIAL 





The Seven Hats of a Retail Yard Manager 


The average retail lumber and building products 
dealer today enjoys an annual volume of $300,000 and 
has ten employes including three sales people. Usually 
he is the sole executive in his business, although he 
may have in mind a runner-up for his job. No other 
type of “‘small” business executive has as complex a 
management job as our industry’s dealer. 


The lumber and building products merchant must 
be prepared as the need arises to wear any one of 
seven management hats! 


Probably nowhere in the entire field of retailing is 


I. Basically the job of 
running the yard, ware- 
house and plant opera- 
rod F-Tal tions are his responsibil- 
roy ol-te-tilelal— ity. He may delegate 
manager this to a foreman but 
when anything goes 
wrong he must be ready 
to act. 


II. When it comes to 
deciding what to sell, 
what departments to in- 
stall and promote, what 
quotas to establish for 
commodities, packages 
and departments, his is 
the sole responsibility. 
He may have some help 
in purchasing, but he 
alone must decide when, 
what and how much to 
buy. 


mdse 
manager 
Purchasing 


III. When he has made 
his decisions as mer- 
chandising manager, he 
must take the responsi- 
bility for developing a 
satisfactory volume of 
profitable sales. This is 
the tightest fitting of 
the seven hats, his most 
important single man- 
agement task. 


IV. The modern lumber 
yard is a department 
store of building mate- 
rials and packages. The 
job of store manager 
must occupy a consider- 
able part of the dealer’s 
time and attention. 


BUILDING PRODUCTS MERCHANDISER 


there more need for wide knowledge and balanced judg- 
ment in the scope of an executive’s job. 

Too often a dealer has reached late maturity before 
he becomes a master of all this management work. We 
must speed up this process of learning from personal 
experience. 

All the investment factors of the industry have a 
stake in developing competent retail managers. They 
should make every effort to broaden the base of retail 
management education, training, and development so 
that the general level of retail management perform- 
ance may rapidly and continuously grow. 


V. Advertising and pro- 
motion are the driving 
force in promoting prof- 
itable consumer sales. 
Maximum sales produc- 
tion requires executive 
attention to this vital 
phase of the operation. 


adv.and 
lol melsalelalelal 
iaat-far-tol-ja 


VI. Financial adminis- 
tration is a primary re- 
sponsibility — The se- 
curement of adequate 
capital, the profitable 
pricing of merchandise 
and packages, the main- 
tenance of proper ac- 
counting ratios are the 
management tasks in 
this area. 


ital Salet-maal- in 
pricing 
feta - Telly 
capital 

requirements 


VII. More and more 
end-use packages of con- 
struction are being sold 
by dealers. The dealer 
must know enough about 
good construction to su- 
pervise the quality of 
the workmanship for 
which he accepts respon- 
sibility. In the average 
company there is no one 
to wear this hat but the 
boss. 


fotelal Sim resarela) 
supervisor 





SPECIAL REPORT 


THE FIVE BIG IDEAS 
TO SELL MORE LUMBER 


Although lumber is still the largest single volume item carried in 
stock, many dealers in recent years have taken lumber for granted. 
They have let lumber markets slip away. Sponsors of competitive 
products have seized this opportunity to put the squeeze on lumber. 

Probably because of this competition, retailers today are beginning 
to sell lumber creatively; to use new ideas which insure adequate 
profits. The dealer’s No. 1 product is assuming new importance in 
showroom and warehouse as a result of five broad techniques listed 


on the facing page. 


Selling the consumer. Many dealers have found themselves ill- 
equipped to supply the needs of hobbyists and homeowners who need 
a few pieces of lumber for a bookcase or home improvement job. 
Such service is “too much trouble” they claim. But this defeatist at- 
titude has been shattered by scores of alert dealers across the coun- 
try who provide lumber cut to sizes the pick-up consumer wants; 
who display lumber where it can be seen and easily carried away; 
who price it in terms the customer understands. 

Most importantly, this lumber is being sold at a substantial profit, 
considerably above what the dealer would ordinarily get per foot on 
a volume basis. Availability of easy-to-buy lumber also serves to bring 
more prospects into the yard for tools, paint and big-ticket packages. 


Other markets grow, too. Although the growth in lumber piece- 
pricing has been more spectacular, lumber sales to builders through 
components such as wall panels and roof trusses is increasing each 
month; here is the way to bring back lumber sales in volume, in con- 
trolled packages. 

Other techniques of merchandising lumber remain to be fully ex- 
ploited, but some progress is being made such as more lumber on 
farms, more treated lumber. The rapid conversion of yards to me- 
chanical handling will lower costs, make lumber more competitive and 
thus easier to sell. 

The purpose of this special section is to show, by example, the latest 
methods dealers are employing to sell more lumber more profitably. 


— The Editors. 
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, of dealers 
now active 


“ vw. MEER 
SD PACKAGE SELLING—Control of ma- 
Fe Ps Ale ¥ terials in new construction and major 
oS remodeling by controlling the sale, in- 
cluding planning service for the con- 

sumer. 





SELLING PICK-UP LUMBER 

—Dealer merchandising of lumber and 

lumber products in store and/or con- 

sumer “shed” to bring more profit per 52% 
board and generate traffic for package 

sales. This is the newest development in 

the industry. 





MORE MECHANICAL HANDLING— 
Conversion by dealers to mechanical 

equipment so that the high costs of 37% 
handling on lumber can be lowered, mak- 

ing lumber more competitive. 





FABRICATING “COMPONENTS” — 
Pre-cutting and/or pre-assembly of 

house parts by the dealer, thus reducing 28°, 
costs for both builder and homeowner ° 
and giving the dealer a greater share of 

the housing dollar. 











© Woluutee 
| | < di 
nee J y 41) SL, 2 i TREATED LUMBER—Increased use of 


Lumber treated lumber to establish quality and 26% 


Ra dealer promotion of quality lumber in 
e local advertising. 
Termites 


Percentage figures above based on American 
Lumberman survey, March, 1957. 
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jue PRICE LUMBER 


DEPARTMENT 


Pricing and Display for Pickup 


Selling lumber by the piece is a comparatively 
new and baffling experience for most dealers. The 
two major problems are how to price and how to 
display it. Although piece-pricing is primarily for 
the homeowner trade, a good deal of business 
can also be done with carpenters and contractors, 


who find the bins an easy means of picking up an 
occasional board. And they pay the same price for 
these occasional pieces as the consumer. 
PRICING—Some dealers find it advantageous to- 
have several lumber sheets in their regular price 
catalog (see sample on this page) to make it easy 





PRICING 


Piece-Pricing Speeds Service 


This rack of short-length lumber at Tri-State Lumber 
Co., Salt Lake City, holds two grades of 1” Ponderosa Pine 
boards in five widths and four lengths. Rack holds four 
pieces of each grade, length and width. All pieces are cut 
in yard, especially for the rack. Short-length inventory 
is valued at $150 retail price. The pieces are priced as 
follows: 


D Select & Btr. 


$ .50 
40 
30 
> 


Each piece is price-marked by means of a gummed 
label stuck to its corner. 


28 





LENGTH: 
West Coast 
Deluxe 
West Coast 
Deluxe 
West Coast 
Construct. ... 
West Coast 
Deluxe .. 
West Coast 
Construct. 
West Coast 
Deluxe . 
West Coast 
Construct. 
West Coast 
Deluxe 
West Coast 


Construct. 1.56 





Typical Piece-Price Sheet 


Some dealers find that preparation of piece-prices for 
homeowner trade is most efficient when computed by man- 
ager and marked in yard’s price book, Above is a sample 
of one dealer’s sheet for 2x2s to 2x8s, Fir. Actual figures 
are hypothetical. In the dealer’s book, prices are hand- 
written. Piece-prices need not be changed as often as 
board-foot prices, dealers find. 


Price Cards 
Tell Story 


Standard metal price- 
card stands and holders are 
used by Romney Lumber 
Co., Salt Lake City, to 
price-mark bins of lumber, 
moldings and other prod- 
ucts. Holders are purchased 
from a local fixture whole- 
saler. They are screwed to 
the face of the lumber bins 
above a 6’ level. Lettering is 
done with Romney’s own 
sign printing machine. The 
cards designed for out-of- 
door use are shellacked be- 
fore being placed in the 
metal holders. 
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for the yard man to piece-price each item. Actual 
dealer markup is usually an arbitrary figure rang- 
ing from 30%-50% above the retail square foot 
price. This additional price is what the customer 
pays for the convenience of getting exactly what 
he needs in a hurry. Dealers have found it better 
to price by lengths rather than grade. Usually no 
effort is made to identify species and grades. Re- 
tagging each piece is a costly, time-consuming job; 
consequently, prices can’t fluctuate as much as 
they would on lumber sold out of regular stock. 

Each piece should be individually priced. Pric- 
ing can be done by tags, which can either be sta- 
pled or adhered to the surface. Some dealers prefer 
grease pencils. 

DISPLAY—Many dealers are using both their 
store and warehouse as display areas for lumber. 


Shown with this article is an American Lumber- 
man designed “A” frame, a versatile unit suitable 
for use either as a double-faced fixture or a wall 
unit for use in either store or warehouse. 

Open-air sheds utilizing “A” frames are in use 
in many areas where the climate is suitable. 

Mobile display units are also used by many deal- 
ers. Although they carry a limited inventory, they 
can be used wherever space opens up or where 
there is a good location for tie-in sales. 

All methods shown below and on following page 
can help turn the pick-up “headache” into profit- 
able business. 

For a list of suppliers of marking devices for 
piece-price lumber, write American Lumberman, 
139 North Clark Street, Chicago 2, Il. 





Sta mped for Length 


Every piece of lumber in the bins 
at Tharp Lumber Co., Jefferson 
City, Mo., is stamped for length 
with a self-inking rubber stamp. 

















\ 
Builds "'K"' Rack 


Inventory of shorts turned over 
five times in four months at the 


Vadnais Lumber Co. shopette, ee 
Springfield, Mass. George Vadnais, 
left, made the display rack of 1x2’s 


34 DOWELS, 


in a “K” form with bins divided by ff - 
1x2’s, - ee : METAL ANGLES 
Vadnais stocks 1x2’s to 1x12’s, Froon time) /g  CopTipear) 


commons and selects, lengths up to 
16’. He separates suitable lengths 
from cars being unloaded. When he 
runs out of a needed size, he cuts 
from regular stock. 
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DISPLAY 


MATERIALS LIST 


8—2x6—8'-0" ("A" frame legs) 
6—2x4—12'-0" (lateral supports; 34" perforations 
0.c. 
4—2x4—4'-6" 
2), baal 4—2x4—2'-6" ("A" frame bracing) 
4—2x4—10" 
¥%,"" dowels 4'-0"; 5'-6" & 7'-6" 


(Turn page for more display ideas) 
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Inventory for Self-Service 


Holt Lumber Co., Milwaukee, Wis., 
keeps a full stock of 12’, 10’ and 8 
lengths in bins. The 6’ and 4’ lengths are 
kept in stand-up racks. No basic in- 
ventory is carried in these two lengths 
since the racks are filled as these shorts 
accumulate or else Holt makes a special 
mill purchase. 

a customer wants a 4’, 5’ or 6’ 
length that is not in the rack, Holt simply 
takes a piece out of one of the bins, cuts 
it in half on a cut-off saw in one corner 
of the sales shed, then takes the remain- 
ing piece and prices it immediately for 
the stand-up rack. 

Holt also keeps a dozen pieces each of 
2x4-14’ & 16’, 2x6-14’ & 16’, 2x8-14’ & 16’ 
and 2x12-14’ & 16’ placed in the back of 
the sales shed, so that on busy week-ends 
employes do not have to go out into the 
main yard for an occasional longer 
length. 








ad 


Construction Lumber on "Trees" Conduit Useful as Store Fixture 


Open tree racks at National Lumber Co. “Shopette” in St. Paul, Gordon Lumber Co., Chicago Heights, IIlL., 
Minn., replaced bins which were found to be difficult to load and created the above store fixture which has a 


occupied too much space in this consumer shed. Arms on “trees” can platform and braced center divider made from 
be bolted at various heights, depending on inventory, The shopettte %” plywood. Pipe is %” electrical conduit, soft 
also has a “wood pile’ where odd-sized shorts are moved at reduced enough to bend with simple tools. 


prices. 


"Up Front" Packaged Specials 


“When you have a lumber special,” advises 
Roy Mikkelson, manager at the Auburn 
(Calif.) Lumber Co., “display it in packages in 
some prominent place, advertise and price it so 
everybody will know about it.” 

Mikkelson believes that by featuring lumber 
specials, you help create the idea that all your 
prices are highly competitive. One of Mikkel- 
son’s recent purchases was a load of 1x3 four- 
foot VG heart redwood, which were sold for 20¢ 
each. 

This was well below the retail market for 
that item in longer lengths, yet it was a price 
on which the company was making a good 
profit. Actually, the redwood shorts were com- 
mercially unusable; however, they moved well 
in the homeowner market with the help of the 
window display. 

Manager Mikkelson, at right, is seen check- 
ing over his supply. 


(Lumber section continues on 
following page) 
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WEYERHAEUSER SALES COMPANY eo 
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QtRATI9n 


this brand name on lumber 





VA 
¥ abe 
A WIDE 
CHOICE OF 


To strengthen your competitive position, attract 
new customers, and hold old customers, take ad- 
vantage of the increased service you can give with 
the wide variety of species, grades and items bear- 
ing the brand name, Weyerhaeuser 4-Square. From 
dimension to moldings, in commons or clears, you 
can supply every item used in the field of light frame 
construction. 


Working with major species from the West Coast 
and the Inland Empire regions, Weyerhaeuser 
assures your customers all of the advantages of 
precision milling, scientific kiln-drying, accurate 
finishing and correct grading . . . all features which 





7= WEST COAST HEMLOCK—one of the variety of 
species—is often called the “Ability Wood” be- 
cause it is so versatile, serving dependably for 
framing and sheathing as well as for flooring, 
siding, molding, and other finish uses. 








also brings you... 


species... grades...items 


contribute to your reputation as a reliable supplier 
of building products of quality. 

Add to these advantages, the widespread con- 
sumer preference of Weyerhaeuser 4-Square Lum- 
ber Products together with both the 4-Square 
Home and Farm Building Services. Through many 
years of national advertising the 4-Square brand 
name has become a well known symbol of quality 
which aids in attracting customers. 

For full information covering the extra values of 
Weyerhaeuser 4-Square Lumber and the 4-Square 
Home and Farm Building Services, talk to your 
Weyerhaeuser District Representative. 


WEYERHAEUSER 


44-SQUARE 














ST. PAUL 1, 
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Special Hardwood Display 


This display of hardwood lumber turns over weekly 
during the seasons when home workshop craftsmen 
are busy, according to Jess Nowling, manager, Ster- 
ling Lumber Co., Oroville, Calif. Fully stocked, the 
rack has about $100 wholesale value in hardwood 
lumber items. When the stock gets down to $50 worth 
of pieces, the rack is filled up again by an order to 


Beautiful Wovynfold is loomed the hardwood lumber wholesaler. 
in a completely new and 


’ “Tell your wholesaler what you want to display 
tment. HPT H en your - RB aisp!a) 
Fock quality vinyl te tater A distinctive NEW and = ll pick out suitable pieces for you,” says 
woven with magnificent match- Nowling. “Customers like the clean-finished surfaces 
ing grained mahogany to G Oo ‘ ” 
a oe seasons of oak FOLDIN DO Rk of the S4S lumber better than S2S or rough lumber. 
fect taste and quiet elegance. ‘ _Dealers find they can mark up hardwood lumber 

offering pieces 100% without resistance and also make a cut- 


ting charge of 35¢ for each cut. 


Never before a door like Wovynfold! Four hand- 
some color combinations harmonize with traditional 
or modern interiors. 11 stock and 12 standard sizes 
offer great dimensional versatility. In new construc- 
tion, Wovynfold eliminates furring, trim, extra hard- 
ware and painting. Provides dust-free closet closures 
and complete privacy when used as passageway 
doors and room dividers. 

Wovynfold Doors are easy to install and maintain. 
They move at the touch of a finger. They save space, 
create space, expand rooms, contract rooms. They 
add eye appeal and “buy” appeal to any home! 


Write us for complete Wovynfold Catalog and 


Promotion for Craftsmen 
Specifications. Please address Dept. AL. 


a3 4 the a is made in this special sign 
at The Hechinger Co., Washington, D. C. Attached to 
AMERICAN ACCORDION-FOLD DOORS, INC. the board are samples of three specialties: turning 
175-35 Liberty Avenue, Jamaica 33, N. Y. blocks, turning squares and planed boards. 
(Lumber Section continued on page 34) 
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CEILING 








for Strength, Beauty, Economy |! 


From Cottage to Country Estate Long-Bell West Coast Hemlock fills 
every construction need! It meets the strength requirements for raft- 
ers and joists. Clear grades provide beauty for natural - finish 
interiors and flooring, also extensively used for exterior bevel, bunga- 
low and drop siding. 
Easy to Work, Too. Long - Bell West Coast Hemlock saws without 
splintering, holds nails without splitting. It’s free of pitch, uniform in 
texture! And, Kitchen Cabinets and millwork made of West Coast 
Hemlock are satin-smooth for perfecting painting or natural finish. 
Grades Correspond with West Coast Douglas Fir. Long-Bell West 
Coast Hemlock meets the standard grading and dressing rules of the 
West Coast Bureau of Lumber Grades and inspection—rules that are 
nearly identical to those for West Coast Douglas Fir. 
Shipping Containers made of Long-Bell West Coast Hemlock are light 
in weight with high-shock resistance, high-splitting resistance and 
From 28 modern great nail-holding ability! And, Long-Bell West Coast Hemlock is 
plants, Long-Bell light in color to assure easy reading of markings... perfect for food 
dependably supplies containers since it has no odors to harm natural flavors of produce! 
these quality Long-Bell West Coast Hemlock means extra profits for you! 


wood products — 

LUMBER: West Coast Fir, Hemlock and Cedar, Ponderosa PLYWOOD: Fir, Knotty Idaho White Pine and Ponderosa 
Pine, California Douglas and White Fir, Southern Pine Pine, FirTexture 1-11. 

and Hardwoods. LONG-BELL FLAKEWOOD® 

OAK FLOORING — MILLWORK & FACTORY PRODUCTS: LONG-BELL VEN-O-WOOD® 

Douglas Fir and Ponderosa Pine Window and Door PRESERVATIVE TREATED PRODUCTS: Lumber, Plywood, 
Frames, Window Units, Sash & Doors, Glazed Sash, Posts, Poles and Piling pressure treated with Creosote, 
Industrial Cut Stock, Ponderosa Pine Box Shook. Pentachlorophenol (‘Penta’) and Wolman Salfs® 
PREFABRICATED TRUSSES AND FRAMING KITCHEN CABINETS: Rift Grain Fir and Birch Fronts. 





INTERNATIONAL PAPER COMPANY 


KANSAS CITY, MO. LONGVIEW, WASH. 
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SELF-SERVICE SHED 


Turns Yard into Sales Area 


California dealer puts his 
entire shed space to work mer- 


chandising lumber. 

How to keep customer traffic flow- 
ing smoothly and the cash register 
ringing merrily with a minimum 
number of sales personnel is the 
problem facing most dealers. 

George Pike, owner of Pike Lum- 
ber Co., Sepulveda, Calif., accom- 
plished this by modeling his self- 
service lumberyard along the lines 
of a grocery supermarket and let- 
ting the customers do most of the 


34 
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FIR DIMENSION is stacked in this shed. After customers walk through the yard and 


preselect their lumber, they drive in and load. 


work. In a relatively small yard, 
Pike has built his volume to $20,000 
a month in consumer sales. 

“We’re located on Sepulveda’s 
main boulevard and frontage is at 
a premium,” says owner George C. 
Pike. “With this U-shaped yard we 
can provide drive-in facilities and 
fast service with a minimum of 
frontage space. Our yard and show- 
room cover 128’x300’. The showroom 
itself is 50’x100’. The rest of the 
space is devoted to the sheds and 
parking area. 

“Our sheltered lumber is divided 
into three sections. We have a 40’x 
100’ shed for pine and cedar; next 
to our roofing dock we've located a 


large bin area for redwood. On the 
opposite side of the yard, we stock 
fir dimension in a 40'x250’ shed. 
Here we stock everything from 2x2s 
to heavy construction timbers. 

Free Traffic Flow. “There are 
no lumber stacks to interfere with 
the traffic pattern,” Pike adds. 
“When a customer knows exactly 
what he wants and where it’s lo- 
cated, he can drive into the yard and 
back up to within 10 feet of the 
material.” 

The shed roof overhangs this 
loading area by about 11 feet. Be- 
sides protecting the lumber from 
wind-driven rain, it also makes it 

(continued on page 36) 
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‘ 
(THERE'S A 
CUSTOMER 


NOW...ILL 


Pearse — 


(MR. LUM BERMAN 


THE PLUMBING 
(oEpT. SURE IS SLOW— 
IF ONLY THE BOY KNEW 
MORE ABOUT PLUMBING... 


MAYBE A PLUMB SHOP 
MERCHANDISER 














YOU DONT UNDER- 
STAND— / NEED 


A FITTING! 











NO, NO! Y'KNOW 
WHAT A PLUMBING 
JOINT LOOKS LIKE? 


NO, CRACKS ABOUT 
TH’ STORE, BUD! 


LATER , (PLUME 25 SHOP 
ee. \ 1S MARKED 
WITH PRICE,\\ PLUMBING DEPT. )) 


6 LIKE is haan axl 
IT TELLS WHA : Teraany 1 Rea: 
ee eleenl) \ PART NO. AND IS SURE HUMMIN 
Hae ETE hy 
"poe, hy 
a 


—N 


I'LL SAY! 
THAT SUIT LOOKS 
LIKE YA’ SLEPT... 








— 
THANKS TO 
PLUMB SHOP TH 

















~ 
~~ 




















{PLUMB SHOP MERCHAN- 








GEE, BOSS, 
WITH PLUMB \\M‘BOY- 
SHOP | NEVER 
EVEN HAVE 
TO OPEN 
MY MOUTH-= 
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DISER “RACKS” ALL THE 

FLEXIBLE SUPPLIES, VALVES 

AND FITTINGS NECESSARY FOR 
WATER SUPPLY HOOKUP 
TO SINK, BASIN'N’ TOILET. 











(CD Free Explanatory Folder 


() Merchandiser #100 (327 piece assortmen sccccaceceepelQee 





| (C0 Merchandiser # 200 (122 piece assortment) ..ssseseseeseceveeess $46.87 
“ ; _ Name (please print) — 





Address we 
___ State_ 








City 
Wholesaler. _ 
© (Do not send payment. Wholesa 








ler will invoice yo 





PLUMB %3 SHOP 1341 TEMPLE: DETROIT 1, MICH. 
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MAIN ORDER DESK, left, is 
manned by a checker, who 
also helps customers make 
selections when requested. 
Bins hold a $5,500 inventory 
of moldings. 


ees 


ooh 


SERVICE CHECKER tallys 
boards being loaded on a 
truck by the driver in the self. 
service shed. Owner George 
Pike, checkered shirt, also 
runs a commercial yard in 
Sepulveda. 





Eats AOE cei Th various colors to identify the lengths 
SELF-SERVICE SHED stocked there. This idea didn’t work 
(continued from page 34) too well. As stocks expanded and 
contracted to meet current demands 
the bins had to be repainted. To 
save time and labor, the lengths of 
the lumber are marked on one or 
near the checker’s counter for the two pieces of lumber in the bin and 
customers convenience holds up to on the sides of the bin. 
75 short lengths of molding and Customers park in the area near 
dimension lumber. Each piece is the showroom entrance and walk 
identified as to size and cost per into the yard. After they have made 
lineal foot. their selection, they can drive into 
When the pickup yard was first the yard and load. A checker makes 
planned, Pike painted the bins in out a bill and the customer can pay 





possible to load cars and trucks out 
of the weather. 
A large sample board spotted 


on his way out without leaving his 
car. 

Checkers are encouraged to let 
the customers shop around the yard 
and don’t interfere unless they are 
asked for help. The firm’s stocks are 
replenished from its commercial 
yard as required. 

“Handymen like to come in and 
browse around before making a pur- 
chase,” Pike says. “All we’re doing 
is following the natural trend to- 
ward self-selection, then making it 
easy for him to get fast service 
when he’s ready for it.” 








Complete Your Line of 


UNPAINTED Furniture 


WITH * 
SCREENS 
For the vast 


'Paint-it- Yourself” Market! 





The new decorator trend has made Screens big business ... and 
BROADWEVE* Screens are a must in the Unpainted Furniture 
Department! Yes, BROADWEVE®* is the Screen you can paint, 
varnish, paper . . . cover with decals or original art... to 

harmonize with any type of decor! Exclusive patented 
design*. . . made of choice kiln-dried wood... 
woven for durability. . . tenon and mortise “at 
frame. . . primed — ready to finish! Get x1 
next to BROADWEVE* ... the big-profit, 
top-selling Screens! 


Write for Catalog L showing complete line and prices 


BROADWEVE FURNITURE DIVISION 
MODERN VENETIAN BLINDS, Inc. 


7 

PATENT 
DESIGN 
139766 





261 Fifth Avenue * New York 16, N. Y. 
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cattle feed themselves with a 


box silo 


yrizontal 


Cattle feeg themselves with a 


ceiaen 
»,, POX silo 


CREOSOTE 


Display this kit and sell more 


pressure-creosoted posts and lumber 


There’s a boom in box silos built with pressure-creosoted posts and [~———— Free Promotion Material !-————] 
lumber. And you can get in on this boom by getting this free kit. It 
contains posters, postcards for mailing in your area, a large display 
piece, and booklets for handing out to farmers. 

Agricultural Extension 

United States Steel Corporation 


525 William Penn Place 
Pittsburgh 30, Pennsylvania 


BOOKLETS SELL BOX SILOS—These booklets show farmers how they 
can build horizontal box silos themselves and cut their labor costs 
practically in half. They tell farmers what size silo they need . . . 
give them step-by-step construction details . . . explain how to fill 
and pack the silo. 


| am interested in promoting pressure-creosoted posis 
and lumber by publicizing the use of box silos. Please 


send me a free promotion kit. 


FEATURES THAT SELL BOX SILOS—You can point out to farmers 
how a box silo can carry cattle through the dry spells of summer with 
feed from the extra growth during the spring. And tell them how feed 
can be held over from good years to dry years. Then, too, emphasize 
the fact that cattle can feed themselves, thereby saving the farmer 
time and work. 


escent eben 
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PONDEROSA 
PINE 


DOUGLAS 
FIR 


WHITE FIR 


and remember 


ELLINGSON 


has been a reliable 
source of supply for 


67 YEARS 


Tell us your needs. 


ELLINGSON 


LUMBER COMPANY 


Klamath Falls, Oregon 
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The service desk amidst sheds 
of Neiman-Reed Lumber, Van 
Nuys, Calif., pictured at right, is 
one answer to the week-end serv- 
icing problems. The customer is 
greeted at gate by an employe, 
handed an order ticket and in- 
structed to write his name in the 
book on the table. “Then you can 
browse around without losing your 
turn to be waited on,” the custom- 
er is told. When a clerk finishes 
serving one customer, he refers to 
the book and calls for the next in 
line through the loudspeaker. 

Using the customer’s name rath- 
er than a tag number is part of 
the dealer’s personal service. 

When the customer has served 
himself or been aided by a clerk, 
his purchases are written up on 
the order ticket given to him when 
he entered. This ticket is taken to 
the cashier, who gives the buyer a 
stub torn off the bottom. The stub 
is collected by the employe at the 
gate as evidence that the merchan- 
dise has been paid for. 

The stub, perforated for easy 
tearing, bears a serial number 
identical to the number on the 
order ticket; it has space for the 
customer’s name and address, the 
amount of purchase and name of 


Profitable Way 


Plywood scraps and other 
“shorts” built into playhouse 
packages such as you see below 


saa 


DEALER'S PLAYHOUSE is sold erected, or 


package of materials for do-it-yourselfer. 


HOMEOWNER 


SIGN-UP TABLE at Neiman-Reed showing 
mike through which salesmen call next 
customer. Note yard diagram in rear. 


the clerk who wrote up the sale. 
The stub also says that a monthly 
prize will be awarded. The name 
and address on each stub is later 
checked against the firm’s mail- 
ing list. 


to Use Up Scraps 


create plus sales for East Side 
Lumber, Phoenix, Ariz. A display 
sample plus a one-line reference 
in the yard’s regular advertising 
have helped to sell some 60 play- 
houses in 18-month period, accord- 
ing to William Fike, head of the 
firm. 


Priced at $69.50, the playhouse 
has two windows with sliding 
glass panes, door completely 
equipped with hardware, deluxe 
interior trim and such refinements 
as miniature window boxes. 


“Almost every installation sells 
another, generating new custom- 
ers for us,” says Fike. “It’s a good 
way to get plus sales on lumber.” 


(Lumber Section continued on page 43) 
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the item 
that’s never 

on your 
invoice 


Every time you place an order 
with Aetna, you get a ‘‘little 
something extra’’ that never 
appears on your invoice. This 
‘little something extra’’ goes far 
beyond what you might normally 
expect. At times, it's even more 
valuable to you than either 


quality or price. The item 


ae . 3 7 


2. .. Aetna 


service 





PERSONALIZED SERVICE 


Your Aetna Man’s willingness to go “one step 
further” to satisfy you and your customers makes 
him a most helpful friend. Got a hot prospect for 
plywood that you haven’t been able to sell? Your 
Aetna Man will call on him at your request. 
Unexpectedly run short on a certain type of 
plywood? Your Aetna Man will get what you 
want when you want it. This “beyond-the-call-of- 
duty” service is yours for the asking. Get to know 
him. You'll find he’s a regular guy, well aware of 
the fact that his profits come only after yours. 


INVENTORY 


Whether it’s a fast shipment from the mill, or 
quick delivery on a few panels, you never have to 
wait when you deal with Aetna. Aetna maintains 
a tremendous inventory in each of its eight 
warehouses. If an important sale hinges on 
getting a certain type of plywood in a hurry, 

you know how much this Aetna service can 
mean to you. 


DELIVERY 


“On-time” deliveries are an Aetna rule — not an 
exception. With this kind of reliable service, you 
don’t have to tie-up your capital and space in 
over-sized orders. You can carry minimum 
inventories without the risk of shortages or 
out-of-stock conditions. 


the item 
that’s 
on your 


invoice 








never 


LOCATION 


To assure lumber dealers faster, more efficient 
service and deliveries, Aetna maintains offices and 
warehouses in eight strategically located cities. 
No matter where in the North Central states you 
are, you'll find an Aetna branch ready and 
willing to serve you better. 


SELLING Alps’ || m & 


Aetna’s service doesn’t stop when the product 
reaches your door. It also includes helping you 
move merchandise into your customers’ hands. 
And this, of course, is done with the help of the 
various sales aids available to you. They're yours 
for the asking. 


ENGINEERING ASSISTANCE 


Should you or your customers ever encounter a 
technical problem involving a plywood application, 
contact your Aetna Man. Aetna’s skilled engineers 
are specialists in the technical application of 
various kinds and types of plywoods. This 
invaluable service, like all other Aetna services, 

is available to you without charge. 








K the item 


that’s never 


on your 
invoice 


~ DIVERSIFICATION 


AT 
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Ever have a call for certain types 
of plywood and find that your 
present suppliers didn't carry them 
or were out of stock? Next time 
call on your Aetna Man. Aetna 
carries anunsurpassed inventory of 
plywoods, including the rarest of 
imported specialty items, in a 
variety of types and sizes. Here's 
a partial list of the ‘world of 
plywoods"’ available at Aetna on 


a moment's notice 


Aetna PLYWOOD AND VENEER CO. 


1731 Elston Avenue * Chicago, 22, Illinois 
Phone ARmitage 6-7100 


BRANCHES: Peoria, Rockford, Indianapolis, 
Detroit, Grand Rapids 


MILWAUKEE PLYWOOD COMPANY 
1227 West Bruce Street * Milwaukee, Wisconsin 
Phone: Mitchell 5-7000 

BRANCH: Wausau 


















and builder Fred Berard. 


YARD FABRICATION of many 
components by Valentine Lumber 
Co., Springfield, Mass. saves 
contractor Berard construction 
time at the site. 


Builder depends on 
dealer... 


PRECUT FRAMING PIECES, steel-strapped for delivery to the job, 
are studied by Mark Cowles, left, Valentine Lumber & Supply Co. 





Yard precutting and fabrication by New 


Converts Lumber into House Components 


England dealer cuts costs for small-tract builder. 


Because the development of a 
tract requires tight delivery sched- 
uling and close attention to details, 
Berard and Sons of Springfield, 
Mass., builders, lean heavily on the 
Valentine Lumber and Supply Co. 
Valentine maintains lists of exactly 
what goes into a Berard home and 
makes certain that deliveries meet 
on-site demands. Lumber is deliv- 
ered as needed. 

Berard has been a builder cus- 
tomer of Valentine Lumber since 
1924. They have been several years 
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ahead of the current trend to precut 
components by local lumber yards; 
Valentine started to precut floor 
joists for this builder back in 1951. 
Shortly afterward, wall studs were 
precut and packaged. 

The lumber firm now fabricates 
at the yard: rafter ends for the cor- 
nice; gable-end louvers; flower 
boxes with supporting brackets and 
back-door canopies. Construction of 
the canopies alone would take one 
man half a day at the building site; 
a carpenter can erect the fabricated 


ae. ‘ 





THE BUILDER 







ROOF TRUSSES are assembled on jigs in Valentine's shop. 
Berard is a small-tract builder and depends on Valentine 
for materials. 


























section from Valentine’s in less than 
30 minutes. 

Builder Fred Berard is now using 
a novel type of roof construction 
whereby the roof and ceiling are 
self-supporting and erected in one 
operation. Partitions are non-load 
bearing, permitting the homeowner 
complete flexibility in the arrange- 
ment of rooms. 

Berard was also one of the first 
New England builders to include 
air conditioning in all his houses. 
When asked why he buys from a 
lumber dealer he replied, “Simply 
because I figure that lumber is 
his business just as building is 
mine.” Berard erected 40 houses 
last year and expects to do about 
the same this year. 
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SKILLED TEAMWORK in the yard helps 
Berwyn Lumber Co. get and hold industrial 
lumber sales volume. Driver helps fork 
operator load truck properly. 


Case-History Story 
What It Takes to Sell Industrials 


Selling lumber to industrial cus- 
ae ; : , ‘ tomers i n in 
Throwing all their know-how into solving vivaat wets temaaenl poe and hy 

; ; J tomers require constant sales serv- 

tough problems of specifications and delivery ice plus an unusual degree of knowl- 

edge, sales ability and teamwork by 

every member of the lumberyard’s 
personnel. 

ce Nn. : A good example is the work of the 

order for 20 carloads of lumber. Seven CEL: Comier'ts te tent 

ing the order for a continuing 

stream of carloads of lumber from 


helped a midwest dealer sew up an annual 
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SALES SERVICE at the industrial customer's plant is another business 
producer. Salesman R. K. Wallen, right, checks lumber with pur- 


chasing agent. 


READY FOR SHIPMENT, these wagon parts, together 


with metal wagon sides (not shown here) will soon be 


hauling farmer's grain. 


FINAL TEST of the success of industrial 
lumber selling is satisfactory fabrication. 
Workmen here are assembling farm wagon 


bed in pneumatic jig. 


a manufacturer of farm wagon 
boxes. The wagon boxes are of steel 
with beds of wood. Lumber require- 
ments for these beds currently 
amount to about 20 carloads per 
year. 

American Lumberman inter- 
viewed the president and the pur- 
chasing agent of this manufacturer 
to learn why the order was awarded 
to Berwyn, then talked to Berwyn 
Lumber Co. men to get their side of 
the story. 


Inquiries mailed. “We sent out 
inquiries to as many suppliers as 
we could find,” said C. F. Willis, 
president of the firm. “As a matter 
of course we gave local retail lum- 
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beryards an opportunity to tell what 
they could do for us. For the most 
part these local firms deal solely in 
construction lumber not suitable for 
our purpose. They disqualified them- 
selves on this ground. 


“In addition, we needed a sup- 
plier with enough financial stature 
to insure a continuing flow of lum- 
ber meeting our requirements,” 
Willis added. 

“This involves purchasing power. 
The supplier we were seeking had 
to buy from quality mills, not pick- 
ing up a car here and a car there 
regardless of manufacture. Our 
supplier and his purchasing power 
had to be such as to make it worth- 


while for a mill to manufacture for 
our needs.” 


Knowledge needed. “Finally,” 
he said, “our supplier had to have 
a complete knowledge of lumber so 
as to guide us to the species and 
grade best suited to our needs. As 
carload buyers, we might have en- 
tered direct mill orders ourselves. 
However, lumber is not our prin- 
cipal business. 

“As a manufacturer, we felt we 
should get a supplier who would 
shoulder the responsibility of mill 
contacts and work along with us to 
give us a good end product. We are 
manufacturers, not lumbermen.” 

Berwyn Lumber Co. was not the 
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first lumber supplier for this manu- 
facturer. Several other suppliers 
had tried their hand at the problem, 
all with varying degrees of success. 

When Berwyn’s lumber salesman, 
Roy K. Wallen approached the pur- 
chasing agent, he learned the re- 
quired lumber specifications and the 
degree of customer satisfaction with 
the product. Most important, he dug 
out the factors behind the purchas- 
ing agent’s lumber specifications. 

Took a lot of selling. It takes 
good salesmanship to persuade a 
manufacturer’s agent to allow you 
to contact other company execu- 
tives. The purchasing agent must be 
convinced that you know lumber 
thoroughly. ; 

You must prove you know species 
and grades; you must be backed up 
by an organization with a record of 
successful service. You must also be 
able to translate qualities of lumber 
into end benefits for the manufac- 
turer. Most important, you must 
understand the benefits of the man- 
ufacturer’s product, then show how 
your product can increase these 
benefits. 

Consequently, Berwyn lumber ex- 
ecutives felt pretty good the day the 
wagon box manufacturer’s purchas- 
ing agent said: 

“You people understand what we 
need.” 

Work just begun. Wallen’s work 
was far from completed after the 
first order was placed and the first 
carload received. Getting the order 
was only the first step in servicing 
the customer. Wallen makes at least 
one call weekly on the purchasing 
agent to help solve any problems. 

One of these problems arose from 
the method of handling lumber to 
keep it moisture-free. It was dis- 
covered that unless the lumber was 
-covered upon arrival, it would pick 
up too much moisture from the air, 
shrinking after fabrication and 
opening up cracks where grain and 
dirt might lodge. 

Wallen and the purchasing agent 
solved this problem in two ways: 
first, the manufacturer bought a 
moisture meter, which is used on all 
lumber before fabrication. Second- 
ly, a system of lumber protection 
was devised whereby lumber was 
piled on stickers and protected at 
the top of each pile with heavy lam- 
inated kraft paper. 

As much lumber as possible was 
piled indoors to keep moisture con- 
tent low. 

Another problem. A steady 
problem is the proper scheduling of 
cars to arrive when needed. Ber- 
wyn Lumber’s purchasing power at 
the sawmill level is important 
enough so that promised delivery 
dates are kept. 

Berwyn lumber is one of the most 


46 


highly mechanized yards in the in- 
dustry. 

“We've used fork trucks for box 
car unloading for 10 years, while 
today many lumber dealers are just 
thinking about it,” says president 
C. F. Willis. “We have highly- 
trained salesmen, who are all-around 
competent lumbermen. They have 
worked in the yard and our buying 
offices in the south and west coast. 
Our yardmen work together like a 
skilled team which, in fact, they 
are. 

Berwyn’s salesmen are paid a sal- 
ary plus an annual bonus. The firm 
has 115 employes. 


Contractor customers. The 
company also has an impressive list 
of builder customers, who are served 
from a storage yard of 12 million 
feet. About 85% is under cover. 

“When a builder-customer has 


Lumber 
Pointers 


a eet 


houses calling for predetermined 
quantities of hardwood flooring, for 
example,” explained Willis, “we 
either order skid-loads of flooring 
from the mill, each containing ex- 
actly this footage or we make up 
skids of this quantity here in the 
yard. This is a convenience for the 
builder and keeps our handling costs 
low, too.” 

Willis is proud of his state acci- 
dent compensation rate. 

“We pay the lowest accident com- 
pensation rate of any firm in the in- 
dustry,” he said. “This is because 
we emphasize good housekeeping in 
the yard. A well-kept yard is a safe 
place in which to work. In addition, 
as an extra bonus for us, our mate- 
rials are always in top condition as 
a result of this careful housekeep- 
ing. 

The firm has been under the pres- 
ent management for 35 years. 


IULUUNUUUNOUNONUUULUA TULL 


. PRO paras) 03 
eee we sd 
’ ar A LEST Sep e 
ais 
h 


- 
we 


hile ei 
pots 
“Tee 
itll , 


Name on Every Piece 


Quality lumber sold by Briggs Lumber Co., and its 
branch yards in upper New York state, carry the Briggs 
name on every piece. The branding not only has advertising 
value, but proves to the buyer that Briggs is proud of its 
lumber and will stand behind it. Dealers interested in the 
source of this branding iron may write American Lumber- 


man, 


"A" Racks for Outdoor Pick-up 


Lumber-by-the-piece is promoted in open-air shed 
at Hillside Builders Supply Co., Mateo, Calif. Shed 
is electrically-lighted for night sales. Lumber also 
sold off rack in adjacent store. 
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WRITE—NOW! Get facts about “Colors on 
Parade”.... proved the industry's top-profit- 
producing merchandising plan that's tailored right 
to your store. Dealers report sales up as much as 
40%. Unique and exclusive way to sell BPS. Adds 
real sales wallop. 


Dave Garroway 
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BP has “Full Line’ protection that means “Full Line” 
sales! ‘Full Line’ profits! It’s Patterson-Sargent’s 






greatest star-studded paint line in history — the industry's 
most distinguished family proved by customer acceptance 


... everywhere. 


The PATTERSON-SARGENT Co. 


1325 East 38th St. 420 Lexington Ave. 
Cleveland 14, Ohio New York 17, N. Y. 
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GOOD LUMBER is stressed in signs and 
the show window which catches the eye of 
thousands of motorists crossing the Missis- 
sippi river daily. 


REPAIR and REMODEL 





Creative Merchandiser 


Promotes Quality Lumber 
to Beat Price Competition 


Educating customers on the value of quality 
materials has strengthened the sales position of 
this Illinois dealer. 


Sees: Quality lumber can be sold at premium prices 
rie pega: -cgmeas —even in the face of stiff price competition— 
SRS Eee and an Alton, Ill., lumberman is proving it. 


“It’s been taken for granted that the merits 
of good lumber would be recognized without 
any promotion effort from lumbermen,” says 
V. J. Wardein, of Ginter-Wardein Co., “and as 
an industry we’ve neglected to exploit the pro- 
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QUALITY LUMBER, promoted in weekly newspaper ads, 
has helped Ginter-Wardein overcome price competition 
and made the public aware of the advantages of sound 
construction. 


TREATED LUMBER is promoted in the yard with 
signs which are tacked to bundles of dimension. 
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Suburban dealers know 


it’s smart 


to buy from jobbers! 


And smart dealers everywhere know the jobber as 
a prompt, reliable source of supply. He carries a 
complete and varied stock, which reduces your 
inventory problems. The jobber also helps you 
with his information about the local market, his 


EVANS 


PRODUCTS COMPANY 


manufacturers of w 


EVANEER FIR PLYWOOD 
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sales promotion ideas, his fund of general knowl- 
edge. And remember, your jobber can receive 
both Evaneer plywood and Evanite hardboard 
in the same carload. That’s another reason why 
it’s smart to do business with him! 


. * > * ] 
| 
Res * * * # ? » e! 
IS COMPANY, DEPT. S-2, PLYMOUTH, MICH. 
uth, Mich.; New York City; Chicago; 
ates Qre. * * * Se a * ‘ 
= Co 
aay also produces: fir lumber; Evanite 
‘railroad Iboding equipment; trutk and * 
ing systems; bicycles and’velocipedes. 
+ ae * @ * * ~ : 
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Mac’s rolling in the stuff — since he started 
suggesting “Scotcn” Brand Masking Tape 
with every paint sale! 











Circle No. 21 on Coupon, page 76, 
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Assembly & 
Mounting 


7 
Write, wire, phone for Unload a Load 


Catalog ond Prices or Half Load at a Time 


The R-B Company 


\ 1921 Guinotte, Kansas City 20, Mo. 
~— — 
Circle No. 22 on Coupon, page 76. 
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QUALITY LUMBER 
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motion value of a product basic to all our yards 
—lumber.” 

Realizing it’s difficult to arouse interest and 
concern about the hidden framework in a house, 
Wardein, began a consistent campaign to promote 
the merits of sound construction. The campaign 
is based on making people aware that there is a 
difference in lumber grades and the advantages 
of using scientifically dried lumber. 

“Contractors are already aware of the ad- 
vantages of properly seasoned lumber,” says 
yard manager Leonard Ferris, “but now we’re 
tapping a new market—homeowners and those 
people who are buying their own homes. These 
are the people who want quality in their homes 
and are willing to pay a little more to get it.” 


Good Promotion 


Harnessing its promotion campaign to a series 
of weekly newspaper ads and window displays 
to sell the advantages of kiln-dried lumber, 
the firm’s creative merchandising began to show 
tangible results. 

“Of course there’ll always be people who will 
buy on price alone,” Ferris says, “but we are 
getting people who come into the yard and ask 
for some of that ‘good’ lumber they saw adver- 
tised in the paper. 

“Selling good lumber doesn’t necessarily mean 
selling No. 1 for every job,” Ferris adds, “but 
rather selecting the right grade for the job and 
letting the customer know that he’s building a 
sound home as economically as it can be done.” 

Wardein’s selling campaign is based on: 

—Showing customers that though lumber is . 
between 25% and 30% of the finished cost of 
a home, it’s 80% of the structural strength of 
the building. 

—Though nature makes the raw material— 
wood—it must be processed and preshrunk into 
lumber. Improperly dried lumber will continue 
to shrink after it is used in home construction. 


—Selling the advantages of treated lumber 
to prevent termite damage. 

—Showing that bargain lumber is expensive 
in the long run. 

Several thousand motorists see Ginter-Ward- 
ein’s sign and window display daily. The show- 
room is located adjacent to the entrance to the 
toll bridge linking Illinois with Missouri. 

The window display is made up of dimension 
lumber and cut-out letters stressing that dry, 
preshrunk lumber “means so much, costs little 
more.” i 

Public Critical 

Wardein’s creative merchandising campaign 
bears out a point disclosed by a Chicago Tribune 
survey of retail lumber yard customers. Polling 
the customers likes and dislikes, the survey 
showed the need to explain the present costs of 
lumber to customers. Lumber was the only prod- 
uct singled out for criticism from a price point 
of view. The survey analysis suggested that the 
quality of the product should be stressed to over- 
come price resistance. 

“Other dealers may beat our price,” Ferris 
says, “but they can’t beat our quality—and 
that’s what we’re selling. Our volume of repeat 
business shows that we’re on the right track.” 
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Two new 
advances in 
Soffits — 


with Wilson Air-float* construction 






































2. STYLE with Soffitsote 


Here is news about Soffits—in both application and 
materials. With the Wilson Air-float method, soffit ma- 
terial can be applied without the labor and material of 
boxing the rafters to support the soffit material. And, with 
Soffitsote, you now have a decorative material to match 


the modern design of large overhangs. 


The Wilson Air-float procedure works equally well with 
Standard Homasote or with Soffitsote. Wood “hangers” 
(1 x 4’s) are suspended from the rafters with standard 
34” plumber’s straps, two at each end. One of these 
hangers, 32” long, supports a 4’ x 8’ panel in the face of 
the panel —and where panels join, a hanger runs the 
length of the joint. Waffle-head nails (almost invisible 
in Homasote or Soffitsote) are used to nail the panels 
to the hangers. The panels are butted together, sanded 
flush, and surface-spackled where necessary; a textured 
paint conceals all joints. With 4%” space at each side 
and 12” at each end, the soffit is able to “move” as a unit. 


*PATENT APPLIED FOR 


This “continuous dry-wall” soffit is further enhanced by 
the decorative pattern of Soffitsote. Every 8” sharp in- 
dentations, or grooves, run the length of the panels across 
the entire length of the soffit, for a truly modern effect. 


Homasote know-how — in materials and in methods — 
extends from soffits, to underlayment, to roof decking. 
Homasote Insulating-Building Boards (in sizes up to 
8’ x 14’) are explained in all their uses 

in the new edition of the 68 - page 
Homasote Handbook. This building 
manual — and descriptive literature [ 
and blueprints—are available to you 
without obligation. Write today for 

your copy of the Homasote Hand- 

book and for additional data on 

Soffitsote and the Wilson Air-float 
construction method. Kindly ad- 
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dress your inquiry to Dept. D-18. 


H © Ni & Ss © T = COMPANY, TRENTON 3, NEW JERSEY 


IN CANADA: TORONTO, ONT.—P.O. Box 35, Station K 
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L. H. GAYNOR, Mobile, Ala., 


retail lumber dealer emphasizes 


importance 


of official 


grade 


mark to Kay Harrigan, who calls 
on architects, contractors and 


homeowners in 


behalf of the 


grade mark promotion group. 


How to Sell More Grade-Marked Lumber 


Here is how a group of Southern dealers do it. 


Contractors and homeowners now have a better under- 


standing of lumber value. 


“Our own retail lumber business 
in grade-marked lumber has _ in- 
creased 15%” says L. H. Gaynor of 
Underwood Builders Supply Co., 
Mobile, Ala., “since we joined this 
program eight months ago.” 

Gaynor explained that his firm 
has stocked and individually pro- 
moted grade-marked lumber for 25 
years. 

“We used to have a much harder 
job selling grade-marked lumber be- 
fore we joined with other dealers 
in a unified promotion program,” 
he said. 


Group effort started. Increased 
sale of grade-marked lumber in the 
Mobile, Ala., market is the result of 
the work of a group known as the 
Quality Southern Pine Producers 
of Mobile. This group started out 
as a local association of lumber pro- 
ducers. About eight months ago the 
retail lumber dealers of Mobile were 
invited to a meeting with the pro- 
ducers. It was suggested that the 
dealers join with the mill men to 
carry on a cooperative promotion 
program in behalf of grade-marked 
lumber. The dealers agreed to par- 
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ticipate by making a monthly con- 
tribution to the promotion fund. 

At the present time there are 10 
Mobile retail yards actively sup- 
porting the program. Gaynor is a 
vice-president and a member of the 
group’s executive board. 


Successful promotion. Popular 
acceptance of grade-marked lumber 
is being achieved through the use of 
newspapers, radio, TV and bill- 
boards. Professional advice in the 
development of the promotion pro- 
gram is given by a Mobile advertis- 
ing agency employed by the group. 
The agency works on a six-month 
plan and budget. 


“After a year and a half of the 
present program,” Gaynor said, “the 
value of grade-marked lumber is 
now generally understood by the 
public.” 

Specific results are seen in the 
increased number of contractors and 
homeowners, who are now specify- 
ing officially grade-marked lumber. 

The dealers participating in the 
program also sell ungrade-marked 
lumber. 


“We do not refuse to sell ungrade 
lumber,” said Gaynor. “Usually we 
make a special order to a mill which 
can furnish SPIB grade marked 
lumber, requesting them not to 
grade mark for the customer mak- 
ing such an order,” he explained. 


Grade marking explained. Gay- 
nor explained the basis of the 
group’s promotion program. 

“We are trying to get across the 
idea that a buyer need not be an 
expert lumber grader to be sure 
of getting good lumber. If the sym- 
bol of inspection is stamped on the 
lumber, he knows that it complies 
with grade requirements established 
and enforced by the _ inspection 
agency. The assurance is there that 
the lumber being bought is properly 
graded and dried to correct mois- 
ture content.” 

Retail lumber dealers participat- 
ing in the Mobile program include 
M. P. Lindsey Lumber Co., Govern- 
ment Street Lumber Co., S. B. 
Adams Lumber Co.; Tenser Lumber 
Co., Underwood Builders Supply 
Co., Gulf Lumber Co., Inc.; Horace 
S. Turner, Jr., Inc., Hallett Manu- 
facturing Co., J. E. Paterson Lum- 
ber Co. and Neese Lumber Co. 
Lumber producers participating in 
the program are all members of 
the Southern Pine Association and 
the South Alabama Association. 
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REYNOLDS (fim? ALUMINUM 


AQUOS 


FARM ROOFING AND SIDING 


4 FT. ACTUAL COVERAGE 


Here’s the roofing sheet that will dominate the farm 
market. It’s Reynolds Lifetime Aluminum “ALL 
PURPOSE” roofing...51 inches wide—4 FT. AC- 
TUAL COVERAGE. Makes any job simple to lay 
out, estimate, apply. A new alloy makes it extra strong. 
Can be applied safely on 2 ft. purlin spacing. Resists 
winds up to 93 mph... holds up under heavy snow 
loads, too. Goes up fast,and fewer side laps make it 
lower in cost than any other aluminum roofing! Those 
are features farmers want... features that make “ALL 
PURPOSE” roofing your best volume producer. Stock 


Lasting Beauty! Rustproof! 
Reynolds Lifetime 
Aluminum Gutters 


Ogee embossed 4,5" 6” 
sizes. Half-round 5”, 6”. 





e EXTRA 
WIDE! 
e EXTRA 


T ! 
51” wide. Lengths to 12’ STRONG 


22" Corrugated embossed. 


it now! Simplify your inventory. Concentrate on the 
leader... Reynolds “ALL PURPOSE” farm roofing. 
It’s the big sheet with the big selling features. Call 
your supplier today. Or write for details. 

Reynolds Metals Company, Building Products Divi- 
sion, Louisville, Kentucky. 


Builder’s Type 
Reynolds Aluminum 
Reflective Insulation 


Reynolds Lifetime Aluminum 
Flashing 


Foil on 40 lb. kraft, one 
side and two sides. 


50’ rolls of 14”, 20” and 
28” widths, .019” thickness. 





REYNOLDS 28 ALUMINUM 


BUILDING PRODUCTS 


See “CIRCUS BOY,” Reynolds new dramatic adventure series, Sundays, NBC-TV Network. 
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chain sales reaction of basic 
materials and marine accessories 
for Thomas MacLean, Jr., right. 
Last year his firm sold 400 boat 
plans and furnished materials for 
500 craft. 


PRECUT COMPONENTS are 
available for amateur boat build- 
ers. Customer is carrying precut 
hull sections for a pram dinghy. 


MARKETS 


Selling materials for 500 boats boosts the sales 


of many long-profit items for New Jersey dealer. 


Amateur Boat Builders Need Lumber 


They also want plans, plywood and marine 


accessories, discovers a New Jersey dealer, 


who 


launches a successful sales campaign every spring. 


By catering to amateur boat 
builders, a North Bergen, N. J., 
lumberman estimates he sold mate- 
rials for 500 fir plywood boats last 
year. 

“Any lumber dealer can launch a 
similar successful boat service,” 
says Thomas MacLean, Jr., co- 
owner of the Rendall Lumber, Ma- 
rine Paint & Hardware Co., who 
credits the Douglas Fir Plywood 
Association plans for 80% of his 
marine sales. Besides stimulating 
sales of basic hull materials, the 
plans also build repeat business for 
accessories. 

MacLean estimates his firm sold 
three carloads of fir plywood and 
about 100,000 board feet of marine 
lumber to amateur boat builders 
last year. 

MacLean estimates that of the 
100,000 board feet of lumber and 
120,000 square feet of fir plywood, 
20% goes into the boat interior and 
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the rest is used for hull planking. 
Small ads pay off. A firm be- 


liever in consistent advertising, 
MacLean schedules 12-line ads six 
times a week in the marine columns 
of 11 daily newspapers. Some of the 
ads have pulled customers from as 
far as 40 miles away. 

Recently a customer responding 
to an ad for more information about 
a pram dinghy said he didn’t have 
enough ready cash to buy all the 
materials. MacLean suggested he 
buy a 25¢ plan and purchase the ma- 
terials piecemeal. The customer 
bought the framing materials and 
later returned for the stem and 
stern sections. 


Pay as you build. MacLean says 
many customers use this purchase 
system. Besides keeping the orig- 
inal customer, it eliminates the need 
for storage space for materials. 

“This is the best way to sell,” 


MacLean says. “Once they start the 
framing they’re on the hook and fin- 
ish the boat rather than lose the 
initial investment. We sell materials 
for 15 boats a year on this pay-as- 
you-build plan.” 

The customer has the option of 
buying the raw materials or having 
them precut in the yard. By cutting 
the parts himself a customer can 
build a 79” pram dinghy for $35.36. 
The precut materials cost $43.75. 
The complete pram retails for $95. 


Promotion program. For deal- 
ers interested in establishing their 
own boat builders mart, MacLean 
suggests: 

—Prominently display DFPA plans 

in the showroom. 

—Advertise in local papers. 

—Provide servicing and building fa- 

cilities, 

—Set up a tool rental plan. 

—Intelligently price lumber and ac- 

cessories. 

—Have a basic understanding of 

boat construction. 

—kKeep advertising all year around 

to get an early start on the boat- 
ing season. 
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Does your insulation profit measure up? 


you can stock and sell all three needed thicknesses and make 
more profit when you doit! The market is big and getting bigger. 
New 6" thick batts of Fiberglas Insulation have a vapor 


Now up your profit as much as 60% on insulation 
sales with new 6" batts of Fiberglas Insulation—right 
thickness for ceilings in today’s homes! 
Announcing new 6" thick batts of Fiberglas* Insulation . . . a 
“must” for efficient electric heating, air conditioning and year 
*round heating-cooling. 

More and more builders are finding it necessary to insulate 
to the rule of 6" in ceilings, 4" in walls and 2" in floors. Now 





FIBERGLAS BUILDING INSULATIONS ARE DISTRIBUTED NATIONALLY BY: 





aoroD 


The RUBEROID 


INSULITE 
anne | | @ |S | Be 


CERTAIN. TEED THE FLINTKOTE MINNESOTA AND 
PRODUCTS CORP COMPANY ONTARIO PAPER CO. 
amore, Pa. 


ARMSTRONG 
CORK CO 
New York, N.Y Minneapots, Minn 


BASIC 
mK INCORPORATED 
Lancaster, Pa Cleveland, Otwo New York, N.Y 
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barrier of kraft paper on one side only and are available in 4' 
lengths of 15" and 23" widths. They are exceptionally light in 
weight, easy to stock, store and handle. For complete informa- 
tion see your Fiberglas representative or write Owens-Corning 
Fiberglas Corporation, Department 64-D Toledo 1, Ohio. 


OWENS-CORNING 


*T.M. (Reg. U.S. Pat. Of.) O-C.F. Corp. 
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Incorporated 
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MANUFACTURERS 
WHOLESALERS 


ig 
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PONDEROSA |} 
PINE 


and allied species 


* LUMBER 
* MOULDINGS 
* MILLWORK 


ii 


REPRESENTING: 


e White Swan Lumber Co. 
White Swan, Washington 


@ Heppner Pine Mills, Inc. 
Heppner, Oregon’ 


© High Sierra Pine Mills, Inc. 
Oroville, California 
MOULDING PLANTS AT: 
e Klamath Falls, Oregon 
© Redding, California 


_i_—o | 


10:08. Me) ww lo 2h 
855 Santa Cruz Avenue 
Menlo Park, California 


Teletype: 
Palo Alto, 
Calif., 104 


—_1 


Quality Merchandise 
Personalized Service 
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Davenport 3-0004 
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Units in at 
Western mill 


ECONOMIES 


STRAPPED UNIT on fork lit truck moves into car at Pack River mill. 
After truck turns and entire unit is in car, lumber is deposited on 
rollers and rolled into position. 


—Out in 
Pennsylvania 


HOMEMADE INVENTION of Stirling Lumber Co. 


removes first 


bundles. Thereafter, fork lift truck takes over. Yard is in Verona, Pa. 


Progress in Unit Loads 


By reducing the handling costs of 
lumber, the current growth of uni- 
tized or packaged shipping is play- 
ing a vital role in putting lumber in 
a better competitive position. Most 
recent example of unit shipments in 
boxcars is pictured above. 

According to the Pack River mill 
people, who shipped the carload 
shown above, they mechanically load 
either 40’ or 50’ double-door cars. 
Each 3’-wide unit of lumber is indi- 
vidually bundled with 34” strapping. 
Each section of units is strapped 
with 114” size to prevent shifting. 


End sections are slightly canted for 
the same reason. 

Cars are so loaded that they can 
be unloaded from a dock with a 
small fork lift or from ground level 
with a larger fork lift. Side-shift 
equipment is helpful but not neces- 
sary, according to Pack River 
spokesman. For unloading from 
ground level, access to both cars is 
necessary. 

Details of other unitized ship- 
ments were published in the March 
4, 1957, issue of this magazine. 


Lumber dealers are looking to the mills for unitized ship- 
ments to reduce handling costs and increase efficiency. For 
a list of the mills now prepared to ship unit loads, write 
American Lumberman, 139 North Clark Street, Chicago 2, Ill. 
Also look for the special mechanical handling section in our 


May 18th issue. 
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IF YOU’RE NOT A BIRD DEALER NOW, 


BE A LUCKY BIRD DEALER 


and get... 


1 


Powerful National Advertising — Garry Moore 
demonstrating Bird quality on TV — Saturday Eve- 
ning Post showing Bird beauty and color! Your 
customers will have confidence in Bird shingles, 
so it will be easier for you to sell. 


Bird gives you the finest shingle display in the 
industry — the shingle tree that sales grow on. It’s 
eye-catching and traffic stopping. Dealer after dealer 
says, “My roofing sales have jumped since I put 


3 


Bird gives you a complete kit-full of exciting point- 
of-sale aids — full color handout literature on all 
products, metal signs, window decals and big 
streamers, display ideas, newspaper mats, radio and 
TV scripts, bill stuffers — everything you need to 
develop leads, attract prospects, and clinch sales. 


Bird offers you the finest in roofing products — 
King-Tab Architect shingles, demonstrably the fin- 
est asphalt shingle made — New Wind Seal shingles, 
that are spot-welded by the sun to take hurricane 
winds — revolutionary Ranch Roof, shingle color 
with built-up protection for low slopes — famous 
Bird Masterbilts, and a complete line of roofings 
for every need. 


YOU CAN BE A LUCKY BIRD DEALER... CALL YOUR 
BIRD REPRESENTATIVE TODAY OR WRITE 


Bird & Son, Inc., East Walpole, Mass. 
BIRD IS THE WORD THAT SELLS TODAY! 
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NEW ESD 


Special Roundup of Aids and Movies on Lumber 


Western Pine Helps 


Wide variety of folders, booklets 
and teaching aids available from 
Western Pine Association, Yeon 
Building, Portland 4, Ore. These in- 
clude “Fine Finishes for Family 
Rooms”; “Fine Finishes for Kitch- 
ens”; “Fence Folio”; “Operation At- 
tic’; “Operation Basement”; “Friend- 
ly Home Ideas”; “Treasure in Your 


Attic”; “Trellis Your Troubles Away”; 
“Proper Nailing Practices”; also list 
of Western Pine Association litera- 
ture and ad mat proof sheet. Details 
are also available on how to build 
NRLDA-recommended display panels 
to display woods of the western pine 
region. The ad mat proof sheet shows 
13 mats ranging from one to four 
columns in width and four to nine 
inches in depth. The mats illustrate 








TARTER, WEBSTER & JOHNSON 


Manufacturers of West Coast Mouldings 


OFFERS EXCLUSIVELY TO JOBBERS 


\ 
\ 


A Dependable 
\ Year Around Source of 


| CALIFORNIA HIGH ALTITUDE 


\ WHITE & DOUGLAS FIR 


| L 


Vas & ALSO MANUFACTURE AND SUPPLY 
THE FOLLOWING ITEMS IN PONDEROSA PINE: 


@ Finger Jointed Mouldings @ Doors and Jambs 


(Specified Lengths) 
@ Cut Stock 


@ Lineal Mouldings 


@ Windows and Sash 


@ Venetian Blind Stock 


CALL YOUR NEAREST JOBBER FOR TW&J MOULDINGS 


Tarrer.WERSTER & JOHNSON. ING. 


San Francisco 19, California 
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P.O. BOX 3498 2D 


PRospect 6-4200 


Teletype SF 211 





how woods from the western pine re- 
gion may be used to remodel the attic, 
basement, living room walls, etc. Mats 
are free. 

Circle No. 201 on Coupon, page 76. 


Southern Pine Aids 


Selling aids available from the 
Southern Pine Association, P. O. Box 
1170, New Orleans 4, La. 

“Built for Living” film (16 mm, 
color) sub-titled “The Story of a 
House and What It Took to Build It;” 
And these publications: ‘‘Principles of 
Frame Construction”; “Home Buyer’s 
Guide”; “Build Better With Dry Lum- 
ber”; “Strong, Durable Southern 
Pine”; “Southern Pine Interior Walls 
that Add Charm and Beauty”; “Speci- 
fications for Residences”; ‘Grades and 
Uses for Southern Pine Dimension”; 
“How to Specify Quality Southern 
Pine”; four do-it-yourself leaflets. 

Circle No. 202 on Coupon, page 76. 


W.C.L. A. Services 

To help dealers sell complete farm 
buildings of lumber, the West Coast 
Lumbermen’s Association in coopera- 
tion with the agricultural engineering 
department, Michigan State Univer- 
sity, has developed a utility farm 
building program. Plans are available 
for 24’, 30’, 36’ and 40’ buildings with 
complete selling aids including free 
newspaper mats and radio spots. Also 
available is a folder entitled “What 
the West Coast Lumbermen’s As- 
sociation Can Do For You” with a 
variety of literature under these gen- 
eral headings: “To Help You Buy 
Lumber”; “To Keep Salesmen In- 
formed”; “To Help You Sell Lumber.” 
Write West Coast Lumbermen’s As- 
sociation, 1410 S. W. Morrison Street, 
Portland 5, Ore. 
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NLMA Literature 


The National Lumber Manufactur- 
ers Association, 1319 Eighteenth 
Street, N. W., Washington 6, D. C., 
has a 58-page bibliography of “Lum- 
ber Literature.” 

The following pieces of literature 
have been used extensively by retail 
lumber dealers to sell lumber and 
lumber construction: “71 Home Proj- 
ects in Wood;” “How to Build Wood 
Fences”; “How to Paint Your Wood 
Home”; “The Modern Wood School”; 
“Comparative Costs Of Walls, Parti- 
tions and Roofs for School Buildings”; 
“School Buildings Your Tax Dollars 
Can Afford.” 


Circle No. 204 on Coupon, page 76. 


Motion Pictures About Lumber 


“Bounty of The Forest” (28 min- 
utes). 16 mm sound, color, and b&w 
television prints available. Write 
Western Pine Association, 510 Yeon 
Building, Portland 4, Ore. No charge. 
Film describes the role of forests and 
lumber in American life. 

Circle No. 205 on Coupon, page 76. 


“Sempervirens” (30 minutes). 16 
mm, sound, color. Write California 
Redwood Association, 576 Sacramento 
St., San Francisco 11, Calif. No 
charge. Explains milling and grading 
procedures in terms of intended uses 
of material. Shows why redwood is 
such an important wood in the build- 
ing field. 

Circle No. 206 on Coupon, page 76. 
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“Box Score” (15 minutes). 35 mm 
strip film. Write California Redwood 
Association, 576 Sacramento St., San 
Francisco 11, Calif. No charge. De- 
scribes redwood’s desirable charac- 
teristics, giving comparisons with oth- 
er species. 

Circle No. 207 on Coupon, page 76. 


“Building a Home with Western 
Pines” (25 minutes). 16 mm _ sound 
b&w. Write Western Pine Association, 
510 Yeon Building, Portland 4, Ore. 
No charge. Step-by-step construction 
of a colonial Cape Cod home at Golden 
Gate Exposition in San Francisco, 
from staking foundation lines to com- 
pleted home. 
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“Fabricating the Western Pines” 
(35 minutes). 16 mm _ sound, b&w. 
Write Western Pine Association, 510 
Yeon Building, Portland 4, Ore. No 
charge. Graphic picture of fabrica- 
tion and assembly of sash, doors, 
frames and screens as made from 
western pines. Also shows proper in- 
stallation of such essential units in 
house construction. 
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“In Your Hands” (15 minutes). 35 
mm film strip. Write California Red- 
wood Association, 576 Sacramento St., 
San Francisco 11, Calif. No charge. 
Illustrates the proper techniques of 
handling, applying and finishing and 
painting redwood siding. 
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“Let’s Talk Shop” (15 minutes). 35 
mm strip film. Write California Red- 
wood Association, 576 Sacramento St., 
San Francisco 11, Calif. No charge. 
Describes the nature of shop grade 
redwood and its applications. 

Circle No. 211 on Coupon, page 76. 


“Lumber for Homes” (22 minutes). 
16 mm, sound, color. Write West 
Coast Lumbermen’s Association, 1410 
S. W. Morrison St., Portland 5, Ore. 
No charge. Story of manufacture of 
west coast lumber and its use in home 
building. Logging and sawmill scenes; 
latter sequences in sound especially 
dramatic. 
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“The Magic of Lumber” (20 min- 
utes). 16 mm, silent or sound. Write 
West Coast Lumbermen’s Association, 
1410 S. W. Morrison St., Portland 5, 
Ore. Reveals laboratory tests upon 
which grading rules are based, ex- 
plains the work of the lumber grader 
and classifies lumber grades on the 
basis of use. 

Cirele No. 213 on Coupon, page 76. 


“Operation Attic’ (20 minutes). 16 
mm sound, color. Write Western Pine 
Association, 510 Yeon Building, Port- 
land 4, Ore. Beginning in a lumber- 
yard, story tells in complete detail 
how a young couple transforms an un- 
finished attic into a useful upstairs. 
For consumer groups. B&w prints 
available for 
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“Engineered Timber Construction” 
(14 minutes) 16 mm sound, color. 
Write Bray Studios, 729 - 7th Ave., 
New York 19, N. Y. Semi-technical, 
for classroom use in architectural and 
engineering colleges. Educational and 
entertaining film for architects, engi- 
neers, builders and lumber people. 
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NEW! solid-core folding 
door at lowest price 


ever! 


This door breathes quality. Feel it. Look at it. WAL-DOR has all the 
features of folding doors costing many times more. You'll sell builders 
demanding a real space-saving quality door... but ata down-to-earth com- 
petitive price. For do-it-yourselfers, its unique design features and price 
advantages will sell it on sight. See WAL-DOR soon. You'll find it hard to 


believe this quality door can 


for 24-inch opening. 


be sold for such a low price. From $13.95 Retail 





























10-GAUGE VINYL used throughout, for 20-gauge strength . . . plus Insul-Core reinforcement. / INSUL- 
CORE BAFFLE soundproofs, insulates. / PROTECTIVE BUMPER STRIP of soft vinyl won't scratch or 
slam . . . gives light-tight fit. / MOLDED NYLON BEARINGS run silently, smoothly on steel track. / 
THREE DECORATOR COLORS . . . plus vinyl cover may be replaced by customer. / POSITIVE SECURITY 
LATCH is packed with every door at no extra charge. / NATIONALLY ADVERTISED. 


New Folding Door 
| bythemakersof ff 
| famous Magic-Fold. § 


CLOSURES SALES Corp. 
Dept. 201 
533 E, Forest Ave., Detroit 1, Mich. 


Territories Available for Dealers and Distributors. 


eeeee . eee oe eeee 


Closures Sales Corp., Dept. 201 


533 E. Forest Ave., Detroit 1, Mich. 
Gentlemen: 
C | am a dealer. 0 | am a distributor, 
. (Check one) 
Please send me complete information. 


Name 
Company 








+ Address 














City 
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Acoustical Access Doors 

A new Milcor steel access door for 
acoustical tile ceilings is the most re- 
cent addition to the Milcor line of 
steel building products. The door, 
which is recessed into the frame the 
depth of tile, permits the applied tile 
to finish flush with the surrounding 
tile surface. There is no exterior frame 
to break the smooth tile surface or to 
impair acoustical efficiency; only the 
barrel of the continuous hinge shows 
when the door is closed, manufacturer 
says. The doors, made of heavy gauge 
steel, are available in 3 sizes—12” x12”, 
12” x 24” and 24” x 24”—and provide 
easy access to plumbing, electrical or 
other key utilities. Inland Steel Prod- 
ucts Co., Dept. AL, 4029-A W. Burn- 
ham St., Milwaukee, Wis. 
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Built-in Broiler 

A new modestly priced built-in gas 
oven and broiler unit is announced by 
Geo. D. Roper Corp. Except for a 
newly designed broiler section, the 
unit closely resembles Ronper’s other 
custom-quality built-ins. In the new 
unit, the broiling rack and pan slide 
forward automatically as the broiler 
door is opened. Buyers may choose 
between a four-hour electric clock 
timer or Roper’s de luxe 2-speed “Mark 
Timer” on the new units, Roper says. 
An “X-Ray” oven door is also offered. 
Door panels are available in 13 dec- 
orator colors. Geo. D. Roper Corp., 
Dept. AL, Rockford, Ill. 
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Shelf with 101 Installations 


X-Panda Shelf, a new Home Com- 
fort Mfg. Co. product, is said to pro- 
vide 101 installations. Each of these 
shelf installations is made by using 
standard brackets and shelves. Av- 
erage shelf can be installed in less 
than 10 minutes, manufacturer says. 
Cost is comparable to quality wood 
shelving. Home Comfort Sales Co., 
Dept. AL, 3300 N. E. Adams, Peoria, 
Ill. 
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Sectional Steel Garage Door 


A new sectional residential garage 
door with Nylon-rubber roller for 
quietness is announced. Only four 
inches of headroom is required. The 
door has an auto lock handle with 
catches on both sides. Taylor Made 
Garage Doors, Inc., Dept. AL, 19800 
Fitzpatrick, Detroit 28, Mich. 
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Two New Model Drills 


The 1957 builders line of the Skil 
Corp. features two new model drills. 
Model 549 is a 4”, geared-chuck tool; 
the other, Model 542, is a %”, geared 
chuck, heavy-duty drill. Both drills 
have rugged, all-polished aluminum 
housings; oversize, self-adjusting 
brushes for better commutator con- 
tact; new motors with greater power 
and larger fans for more efficient cool- 
ing. Both drills are powered with uni- 
versal A.C. or D.C. motors up to 60 
cycles. Skil Corp., Dept. AL, 5033 El- 
ston Ave., Chicago 30, III. 
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Perma-Glide Lubricant 

Moving parts properly lubricated 
with Perma-Glide never have to be 
lubricated again, manufacturer says. 
Available in new six-ounce aerosol 
spray containers, Perma-Glide Dri- 
Film provides perfect lubrication, even 
at minus 100° F. and plus 750° F., it 
is said. It’s so easy to use, its spray- 
bomb packaging is claimed to help it 
sell fast. Flamemaster Chemicals, Inc., 
Dept. AL, 3813 Hoke Ave., Culver 
City, Calif. 
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Spray-Pack Paints 

Seymour of Sycamore announces 
that 20 colors and three metallic paints 
now are available in three spray-pack 
sizes—six ounces, 11 ounces and a 
giant 16-ounce size. The 6-ounce can 
is the most recent addition. The cans 
are identified by chrome-yellow and 
black labels, which bear a lithographed 
band of color identical to that of the 
paint in the can. Seymour of Sycamore, 
Dept. AL, Sycamore, III. 
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Portable Saw with Foot Control 


A 24-pound portable bench saw, 
called the Model 550, rips, mitres, bev- 
els, grooves, rabbets and pockets, man- 
ufacturer says. It is ideal for finished 
wood and trims and will handle lumber 
up to 2” x 10”. It is said to cut plastic, 
aluminum or ceramic tile and trim and 
all types of flooring. It operates with 
a foot switch control—both hands are 
always free to guide the material. The 
universal AC-DC geared motor devel- 
ops % hp; also included are a UL ap- 
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proved 3 wire, 13’ grounding cord set 
and adaptor; side gauge; rip fence; 
dual guards; 5-7/16” combination 
blade. BuzzMaster, Inc., Dept. AL, 336 
N. Central Ave., Chicago 44, IIl. 
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Door Planing Jack 

A new door planing jack is designed 
to hold a door or other workpiece in a 
securely fixed position while a crafts- 
man works. The new tool can serve as 
a floor-mounted, horizontally extend- 
ing stand or support for a workpiece 
whenever desired, or it can be disposed 
in an erect position for the purpose of 
supporting on edge a door, window 
frame, etc., while being planed. It also 
may be used as a holder to hold one 
finished side frame of a cabinet while 
the other side is being nailed by a 
cabinet maker. Lightweight and port- 
able, the jack also will hold windows, 
screens, or any of various wooden 
pieces needing edge planing or other 
work. Pete’s Modern Woodcraft, Dept. 
AL, 317 E. 8th St., Thief River Falls, 
Minn. 

Circle No. 224 on Coupon, page 76. 


Conversation Piece 
Vari-colored polka dots of contrast- 
ing shades in this vinyl floor covering 
are the same size as nickels, dimes, 
quarters and half dollars. The polka 
dots can be removed and actual coins 
installed. Polkatile (without the coins) 
stands as a cheerful innovation in mod- 
ern styling of resilient floor covering. 
It is available in background colors of 
charcoal, pink, ivory, gray, sand and 
aqua with vari-colored polka dots in 
bright, contrasting shades. Standard 
sizes are 12” x 12” (%” gauge). Rob- 
bins Floor Products, Inc., Dept. AL, 
Tuscumbia (Muscle Shoals), Ala. 
Cirele No. 225 on Coupon, page 76. 
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SEY TEA Tools 














INSIDE READING SCALE. 

For inside measurements. 

Read the tape at the rule 

mouth . . . no arithmetic 
. involved. 


POSITIVE PUSH-BUTTON 
LOCK, Pull the blade out 


as 

SX 
ON oF 
<< © to where you want it, then 


aN on 
AS HARDENED STEEL ScRiB- ‘¢t it ond forget it . . . 
a ERS. Press on the scribing the blade will not creep. 
spurs and mark the work 
exactly . . . no pencil 
needed. 


New "Glide-O-Matic’? 
The Rule That Remembers 


This is the rule to sell your best customers . . . the best tape rule they 
can buy. It has more, it does more. Each rule comes in free plastic 
box with magnifying lens lid and is self-sold by “tell and sell” story 
on colorful pouch package. Stock and sell Stanley Glide-O-Matic. It’s 
a good rule! 


8 ft. 348W — $1.98 10 ft. 3410W — $2.39 = 12 ft. 3412W — $2.89 


OTHER FAST SELLERS 


THE “1200” LINE 
¥2” white blades . . . double scale marking 


6 ft. 1206W —$ .98 10 ft. 1210W — $1.49 
8 ft. 1LZO8W— 1.19 12 ft. 1212W— 1.89 


THE BIG RULES 


%4” white blades . . . double scale marking 
10 ft. 3610W — $2.39 12 ft. 3612W — $2.89 


All Stanley Tape Rules are packed in plastic boxes and “tell and sell” 
pouches for easy merchandising. Stanley Tools, Division of The Stanley 
Works, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools » drapery, industrial and builders hardware + door controls + aluminum windows + metal parts + coatings « 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities... 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 
today. 


we 





VAN VALER LUMBER CO. 


Radio Central Bidg. 
g Spokane 4, Wash. 
Phone TEmple 8-3671 TWX SP 19 


WALES LUMBER CO. 


OLD NATIONAL BANK BLDG. 
SPOKANE, WASHINGTON 
Our 32nd Year 


HALLINAN LUMBER CO. 


628 S. W. Harrison St. Portland 1, Ore. 
MANUFACTURERS DOUGLAS FIR 
CApitol 8-9236 

















564 Market St. 
San Francisco 4, Callf. 
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Smaller, New Weathertron 


This new smaller Weathertron uses 
only electricity and air to air condition 
a three-bedroom house the year ’round, 
manufacturer announces. This new 
General Electric weatherproofed heat 
pump extracts heat from the cold out- 
door air to heat the home in winter; 
then in summer it reverses itself, 
pumping moisture and heat from the 
home to the outdoors, leaving fresh 
cool air inside the home, it is said. 
The remote compressors may ideally 
be tucked away outside the home and 
landscaped with shrubbery in order to 
permit greater use of closet or storage 
room in the home. General Electric 
Co., Air Conditioning Div., Dept. AL, 
5 Lawrence St., Bloomfield, N. J. 
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Wood Awning Window 

A new type of wood awning window, 
which has been named the Town and 
Country, is similar to a double-hung 
window in appearance. However, in 
place of sash which slide up and down, 
this unit has two vent windows which 
operate like awning windows, swing- 
ing out to permit any degree of venti- 
lation up to 100%, it is said. An out- 
standing feature of the unit, says 
manufacturer, is that it can be com- 
bined, side by side, for twin or triple 
installations, to achieve unusual pic- 
ture window effects. For this purpose, 
it has the added advantage of having 
very narrow mullion centers. The 
Town and Country is precision milled 
of ponderosa pine, it is of modular 
construction and comes in all standard 
sizes. Malta Mfg. Co., Dept. AL, 
Athens, Ohio. 
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Double Insulated Glass Doors 


A new line of DorWAL aluminum 
sliding glass doors with double insu- 
lating glass is said to make the use of 
sliding glass doors feasible in even the 
severest climates. Acorn also has de- 
vised an adaptor that can be used with 
any standard DorWAL unit. By stock- 
ing the new adaptor and vinyl] glazing, 
dealers can convert standard DorWALs 
designed for crystal and plate glass in- 
to heavier and more rigid DorWAL 
Insulating Glass Units. DorWALs are 
available in a complete range of sizes. 
Acorn Aluminum Products Co., Dept. 
AL, 6185 Vermont Ave., Detroit 8, 
Mich. 
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Beveling Tool 


The new Bevel Devil No. 77 is es- 
pecially designed for craftsmen who 
work with hardboard. Made of hard 
maple and designed to fit the hand 
comfortably, it has a carbon steel cut- 
ting blade with a ground edge, which 
may be sharpened repeatedly. A clean, 
uniform depth and angle bevel is as- 
sured on any grade of hardboard, 
manufacturer says. The blade may be 
adjusted easily to various angles. 
Kimball Mfg. Co., Dept. AL, 816 Uni- 
versity Place, Evanston, II. 
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Parkraft Flooring 


A new type of hardwood flooring, 
named Parkraft, provides %” floor 
panels in a 2’ x 4’ size. It is designed 
to be rugged and sturdy enough so 
that it can be applied directly over 
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floor joists without need for sub- 
flooring or sheathing, manufacturer 
says. Factory-squared panels, with 
factory-matched blocks on the face 
panel, can be installed with only as 
much labor cost as that for installing 
the subflooring, it is claimed. Parkraft 
panels are available finished or unfin- 
ished in red oak only. Jasper Wood 
Products Co., Dept. AL, Jasper, Ind. 
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Jewels in Tile Walls 


Sparkling jewels in tile walls of the 
home have become a reality with a 
new ceramic tile that has vari-colored 
crystals embedded in the surface. The 
new decorative tiles are made by using 
a triple-glaze process, manufacturer 
says. A gold background is fired onto 
the tile, on which the crystals—red, 
blue, green, amber—are emplaced. The 
jewel series is manufactured in stand- 

x 4%” and 6” x 6” sizes. 
Pomona Tile Co., Dept. AL, 629-22 W. 
LaBrea, Los Angeles 36, Calif. 
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Rubbish Can Cart 


Called the Rubbish Can Cart, this 
new development is designed to make 
a formerly strenuous and bothersome 
home chore much easier. Lightweight, 
it is easily controlled by one hand— 
rolls along like a breeze on sturdy, 
easy-glide, rubber tire wheels, which 
turn on a steel axle fastened to the 
unit’s all-steel base. Its base has three 
sure-grip cleats, which lock the can 
in place. Another plus safety feature 
is a slide tubular lock on the handle, 
which adjusts to any can height de- 
sired. Parisi Tool Corp., Dept. AL, 91 
Hartford Ave., Providence 9, R. I. 
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How to find Extra Profits 
in 7 out of 10 basements 


Here’s new convenience that you 
can sell in 7 out of 10 new homes. 

Its the new Service-way, a modern 
outside entrance to the basement. And it 
gives the builder an unusual sales feature 
he can demonstrate as well as talk about 

With attics getting rarer, and garages 
getting filled to the brim, homeowners 
need all the storage space they can find. 
Service-way gives the homeowners extra, 


easy-to-use space. He can use his base- 


ment to store outdoor furniture, grilles, 


garden tools, bicycles and storm win- 
dows. Service-way makes getting them in 
and out of the house easy and practical 

It makes it easier for the housewife on 


washdays, too. Fewer steps to climb with 


heavy washloads, and no tracks to mop 
up afterwards. Keeps the kids from track- 
ing mud through the house when going to 


and from the basement. 


Special appeal of the Service-way is its 
single door design with acounterbalancing 
spring that makes it easy to open or close 


with just one hand. 


DISPLAY UNIT HELPS YOU SELL 


You can get a smart-looking display unit 
to attract interest and let you demonstrate 
to builders and clients how sturdily the 
Service-way is made, and how easily it 


operates, 


CHECK THESE SERVICE-WAY FEATURES 


@ FINGER-TIP OPERATION— Specially 
designed spring suspension counterbalances 
the door. 


@ QUICK-RELEASE SAFETY ROD—Easily 
locked in open position. Can't close acciden- 
tally or blow shut in strong winds. 


@ EXTRA-RIGID SUPPORT— Cross bars 
welded underneath the one-piece door give 


added strength. 


For further informa- 
tion, write to Heat- 
ilator Inc., 864 E, 
Brighton Ave., Syra- 
cuse 5, New York, 


@ ALL-WELDED CONSTRUCTION — Built 
1] Ided 


of heavy-gauge steel electrically welded for 


greatest durability 


lapping flanges 


@ WEATHER-TIGHT— Ove: 
1 


keep out damagit g snow, rain and wind 


® BURGLAR-PROOF—Slide bolts lock door 


securely from the inside for assured protection. 


HEATILATOR® 
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Satin Wood Finish 

Called Clear Satin Fabuloy, a new coating is said to 
produce the luxurious look and feel of a genuine hand- 
rubbed finish without the rubbing. On new work or old, 
just one final coat of Satin Fabuloy dries out to a rich 
satin sheen, it is said. Like Clear Gloss Fabuloy, Clear 
Satin Fabuloy contains Resin “X”, a chemical that imparts 
new degrees of durability and surface protection, manu- 
facturer says. Pierce & Stevens Chemical Corp., Dept. AL, 
710 Ohio St., Buffalo 3, N. Y 
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Elastic Link Absorbs Shock 


An elastic link that absorbs shock and prevents mooring 
lines from snapping is announced. The absorber is a rod of 
neoprene rubber about %” in diameter and 20” long with 
an eye in each end. The mooring line is threaded through 
and made fast to both of the eyes, leaving some slack in 
the line between eyes. This strong elastic link in the line 
takes the sting out of shocks while the line itself is still 
continuous from boat to mooring. If the absorber should 
break under unusual storm conditions, the boat is still 
secured by its mooring line. Goodall Rubber Co., Dept. AL, 
Whitehead Road, Trenton 4, N. J. 
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Non-Electric Door Chimes 


Self-contained non-electric door chimes operate manually 
and require no electricity, no wiring or batteries, it is said. 
A simple raising and lowering of the attractive door 
knocker sounds a resonant, double-note musical signal. 
Knocker, in gleaming polished brass, is easily installed to 
connect through door with inside chime of ivory enamel, 
manufacturer says. National Hardware Corp., Dept. AL, 
Ozone Park 16, New York. 
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Soffits without Supporting Members 

Two new ideas in soffit construction—Soffitsote and 
Wilson Air-float construction—are aimed at reducing build- 
ing time to a minimum and adding style and appeal to the 
finished soffit. The new material, Soffitsote, has grooves 
running the length of the panel every 8”, giving a modern 
effect. Soffitsote is available in lengths up to 8’ and in 
widths up to 4’. With Wilson Air-float, no supporting mem- 
bers between the rafters and the frame of the house are 
said to be needed; the soffits are suspended from rafters 
on wood “hangers.” Homasote Co., Dept. AL, Fernwood 
Rd., Trenton 3, N. J. 
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What's Your Answer? 


(Answers on Page 72) 


How does the Valentine Lumber Co. save builder 
Fred Berard construction time at the site? 
Why is West Coast Hemlock called the “Ability 
Wood?” 
How wide are lumber units shipped by Pack 
River mill to Pennsylvania yard? 
How may you cash in on the advertising and pro- 
motion of American Welded Wire Fabric? 
How did a California dealer keep traffic flowing 
and increase consumer sales with a minimum 
number of sales people? 
Name two contests, sponsored by American Lum- 
berman, which begin May 1 and close Oct. 1? 
Where and when will the International Concate- 
nated Order of Hoo-Hoo hold its 66th annual con- 
vention? 
What financing plan has enabled a New Jersey 
dealer to sell materials for 15 boats a year? 
How may you obtain more information about 
money-saving strapping applications? 

. Who is offering you the opportunity to win two 
glorious weeks in Hawaii for two—with all ex- 
penses paid? 

















Trade Mark 


DOUGLAS FIR 


U7 


Ss a 


Registered 





PONDEROSA PINE— SUGAR PINE 
WHITE FIR 


Annual Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


INCENSE CEDAR 


ANDERSON, CALIFORNIA 
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{ .-. ADDS PRIVACY 
TO URBAN HOMES... 


Screens against unsightly views. 
Around play areas, swimming pools, 
etc. Contains small animals. Attrac- 
tive background for plantings. 


ALSO — Old 
English Postand 7% 
Rail and Hurdle 
Fence—axe split § 
—2, 3, 4, and 5 
rail. See catalog. F 


EASY TO ASSEMBLE - Dowel 
construction. Stringers, posts 


. D. or in 
= Write for catalog giv- 


ing a etc. 
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Complete AARDWARE SETS 


TORSION & TENSION 


SPRINGS 


For INDUSTRIAL & RESIDENTIAL 


Overhead Type GARAGE DOORS 








POWER DOOR CO. 


NEW RD MONMOUTH JUNCTION, N.J. 
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Eight Air-Conditioning Units 


Eight new air-conditioning units are 
announced by York. Featuring such 
design and engineering innovations as 
modular units with built-in book- 
shelves, foot-high modular units and 
a unit containing a patented double 
coil, this York collection of new com- 
mercial air conditioners is the largest 
of its type ever introduced at a single 
time in the firm’s 83-year history. 
Four of the new models are high ve- 
locity units; four are fan coil type. 
Three of the high velocity units are 
wall-mounted and two of these embody 
modular construction with functional 
enclosures. York Corp., Sub. of Borg- 
Warner Corp., Dept. AL, York, Penna. 
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Expands-Vina-Lux Line 


Vina-Lux reinforced vinyl in Micro- 
matic Veining now is available in 
1/16”, 3/32” and %”. At the same 
time, four new numbers have been 
added to the overall Uvalde line. They 
are (1) Vina-Lux reinforced vinyl- 
asbestos, V-342—-Capestrano, a beige 
background with light brown and white 
micromatic veining; (2) Azphlex 
vinylized tile, P-710, Kona Black, a 
black background with standard white 
marbleizing; (3) P-735, Banyan Green, 
a green background with white mar- 
bleizing, and (4) Azrock asphalt tile, 
C-59 Walnut, a brown background with 
dark brown and white marbleizing. 
Azrock Floor Products Div., Uvalde 
Rock Asphalt Co., Dept. AL, Box 531, 
San Antonio, Texas. 
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Build-It-Yourself Belt Sander 


A new kit for build-it-yourself belt 
sander combines completely machined 
steel and aluminum parts with a wood 
table and frame, which the craftsman 
builds for himself. Simplified step-by- 
step pictorial plans, full scale patterns 
and actual photographs are furnished. 
Only hand tools are needed for building 
and assembling the wood parts, which 
are made principally from %4” fir ply- 

(continued on page 72) 
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No. 066 The craftsman's choice 
for years. Triple locking and double 
attached joints. Solid brass strike 
plates. Markings embedded right into 
the wood. 
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No. X-46 For extra-heavy duty. 
Select straight-grained hard maple 
sections 50% thicker than standard. 
Bold figures further protected by 
tough clear plastic. Solid brass ex- 
tension for inside measurements. 


IN 


REDIEND RULES 


“eae” SELL 


Because for years their outstanding quality has made 
them the craftsman’s choice. 


Because national advertising unequalled in this field 
directs customers to your store. 


Because they are priced to sell . . . and to make you 


a profit. 


IT PAYS TO SELL [UFKIN 


TAPES * RULES - PRECISION TOOLS 
ORDER FROM YOUR HARDWARE WHOLESALER 


THE LUFKIN RULE COMPANY, Saginaw, Michigan 
132-138 Lafayette St., New York City ©@ Barrie, Ont. 
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FIRST PRIZE winner last year was F. C. 
(Jack) Terzia, Bastrop, La., left, shown 
receiving his award from Art Hood, Amer- 
ican Lumberman. Jack's customer started 
by purchasing a set of hand tools but by 
skillful handling and service this was 
swelled to nearly $23,000 over a period 


of time. 


Announcing American Lumberman's Second Annual 


CREATIVE SELLING CONTEST 


Here’s an easy contest to enter! 

Just send us a letter describing sales which 
have been boosted by smart suggestive and 
related selling in your operation. 

Last year hundreds of entries in our first con- 
test dramatically proved that lumber dealers 
were sharpening their sales methods. This year, 
with business more competitive, we anticipate 
even more interesting examples of profit- 
making creative selling. 

A few examples from the 1956 contest may 
be helpful in deciding what to submit. Last 
year's winners told us that: 


An inquiry on a remodeled bathroom led to the sale of 
a new shower, stool, lavatory, floor covering and plastic 
wall tile, plus all the accessories in addition to the original 
construction order. 


—Andy Scudder, Dunlap & Co., Inc., Columbus, Ind. 


A roof leak in a motel led to the sale of shingles, then 
gutters and downspouts, new ranges and refrigerators and 
finally wall-to-wall carpeting, which we stock. 


—E. R. Nailor, manager, Nailor Lumber Co., 
Port Angeles, Wash. 


A sale, which started with an order for 50# nails resulted 
in the sale of redwood beveled siding and thick-tab shingles, 
which resulted in a related sale of $370.57. 


—Howard Ashford, Farmersville Yard, 
United Lumber Yards, Modesto, Calif. 


When a customer asked for a price on a flush birch door, 
we pressed for details and found he was finishing the inside 
of his shell home. Our final sale included doors, jambs, 
casing, base shoe, window stool, locks, hinges and nails in 
the amount of $289. 

—Fred D. Phelan, Carter-Lee Lumber Co., 
Indianapolis, Ind. 
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Please keep in mind that entries should re- 
port actual creative experiences which paid off 
at the cash register. We will, in time, prepare 
editorial features in American Lumberman de- 
scribing what each winner did to increase his 
sales by suggestive or related selling. They 
must not be theory, but rather methods tried 
and workable. 


Contest awards 


For the first award, we can think of no better 
prize than a trip to the National Retail Lumber 
Dealers Exposition, November 4-7, 1957, at 
Philadelphia. The winner's transportation and 
that of his wife will be paid by American Lum- 
berman along with $100 for expenses. 

In addition 12 impressive wall plaques will 
be given to dealers winning honorable mention 
awards. The plaques are handsome and would 
be desirable wall decoration in any office. 


Dates for contest 


The contest begins May 1 and closes Octo- 
ber 1, 1957. Where possible, we hope to make 
the awards with appropriate ceremony at the 
NRLDA exposition at Philadelphia. News re- 
leases will also be sent to the dealer’s news- 
papers for local publicity. 
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American Lumberman announces its first annual 


HOME MERCHANDISING CONTEST 


HOME MERCHANDISING at Southport Lumber Co., Southport, Ind., revolves 
about a recently launched Lu-Re-Co panel house program. Above, right, 
salesman Bob Alspaugh explains the plan to builder Harold Nibarger. 


This brand new contest is right up the 
alley of the dealer who believes and can 
prove that there’s more to getting business 
than a cut price. 

All over America more dealers each 
month are discovering new methods of get- 
ting and retaining new home business at a 
profit for themselves and the contractor- 
builder. American Lumberman’s new con- 
test is quite simple . . . completely con- 
structive. 

Here are just a few of the methods now 
being used by progressive dealers in cooper- 
ation with new home customers. It indi- 
cates what we are looking for and will heip 
plan your entry. 

© improved home building techniques, using 


Lu-Re-Co or other methods that contractors and 
consumers find to their advantage. 


® all phases of promotion of new homes with 
the dealer playing a key selling role. This in- 
cludes advertising, open houses, special events 
of all kinds. The end result being the creation of 
home sales by the dealer with the contractor 
doing what he does best—supplying the crews, 
sub-contracts and labor supervision on the job. 


® promotion of homes within the store itself, 
including displays, photos of cooperating con- 
tractors homes, planning centers and merchan- 
dising of the estimating department, architec- 
tural plan services, etc. 


e methods for keeping contractors happy 
and cooperative under the dealer control of the 
sale of the new home to the consumer. 


BUILDING PRODUCTS MERCHANDISER 


Awards worth winning! 

First prize in the contest is transportation 
for two to the National Retail Lumber Deal- 
ers Association exposition, November 4-7, at 
Philadelphia. In addition, $100 will be given 
the lucky dealer for expense money. 

Honorable mention plaques will be 
awarded to 12 runner-ups in the contest. 

Award winners in most cases will be fea- 
tured in future issues of American Lumber- 
man. All entries that do not win will be care- 
fully evaluated and, if published, each deal- 
er will be paid regular space rates for his 
entry. 


Entering the contest is simple: 

Just write us describing your new 1957 
methods for securing new house sale vol- 
ume. The list given is just a guidepost and 
you may have additional ideas now being 
used successfully. 

The contest begins May 1, 1957, and 
closes October 1, 1957. 
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TALK ofthe INDUSTRY 





HAROLD J. FORD (left), new president of 
Ponderosa Pine Woodwork association, is 
congratulated by outgoing president James 
D. Rowland. 


Ponderosa Pine Woodwork 
Elects Ford President 


Ponderosa Pine Woodwork, an 
association of lumber producers 
and manufacturers of wood win- 
dows, panel doors and kitchen 
cabinets, held its annual meeting 
in Chicago recently. Harold J. 
Ford, general sales manager of 
Tarter, Webster and Johnson, San 
Francisco, was elected president 
for 1957. He succeeds James D. 
Rowland, vice-president of Ander- 
sen Corp., Bayport, Minn. 

Other officers elected at the 


meeting were: E. W. Donahue, 


Wabash Screen Door Co., Chica- 
go, vice-president; James F. Shie- 
ly, Winton Lumber Sales Co., Min- 
neapolis, treasurer, and C. R. Hun- 
sicker, Curtis Companies, Inc., 
Clinton, Iowa, secretary. R. H. 
Morris continues as general man- 
ager of the association, which has 
its headquarters in Chicago, with 
Robert H. Herbst as assistant 
manager. Phil Creden, director of 
public relations of the Edward 
Hines Lumber Co., Chicago, again 
was named chairman of the ad- 
vertising committee. 


May Is National 
Metal Awning Month 


Almost $500,000 will be spent by 
basic aluminum suppliers to urge 
millions of Americans to “Buy 
aluminum awnings in May” dur- 
ing National Metal Awning month. 
At least another $250,000 will be 
spent by local dealers in 200 cities. 
The national aluminum awning 
sales campaign will reach almost 
200 million Americans through re- 
peated newspaper, television and 
Mayazine ads and commercials. 
Aleoa, Kaiser and Reynolds will 
support the industry campaign 
with big advertising and TV pro- 
grams of their own. 

Last year, local dealers in al- 
most 100 different cities ran full- 
page co-op ads on aluminum awn- 
ings at the local level to open the 


campaign. In cities where no 
aluminum awning ad is scheduled 
by basic aluminum suppliers, The 
National Metal Awning Associ- 
ation has furnished newspapers 
with editorial-type ad page layouts 
so that local aluminum awning 
dealers can band together for co- 
op ad pages. 


Automated Sawmill 


Production of northern hard- 
wood lumber has started at Calu- 
met & Hecla’s newly completed 
sawmill in Calumet, Mich., de- 
signed to produce 10 million board 
feet of lumber annually. Built and 
operated by the company’s For- 
est Industries Div., the highly 
automated sawmill has 25 em- 
ployees. In addition to turning out 
birch and maple lumber for furni- 
ture and flooring, it will produce 
softwood industrial crating lum- 
ber and timbers for Calumet & 
Hecla’s copper mines. 

“The new mill fills a definite 
need in our program to develop the 
resources of Upper Michigan for- 
est lands to assure a supply of 
high quality timber for present 
and future generations,” says 
president Endicott R. Lovell. 

Key to efficient operation of the 
sawmill is a hydraulically powered 
carriage that easily moves logs 
weighing a ton and more into pre- 
cise position for cutting the high- 
est percentage of quality boards. 
Sawed lumber is similarly moved 
through the highly mechanized 
mill via powered rollers and con- 
veyors for trimming and edging 
operations. 

(continued on page 70) 








Insulite Introduces Primed Siding 


A brand-new wood fiber product, Insulite Primed 
Siding is the result of five years of research, develop- 
ment and testing by Insulite Div., Minnesota and 
Ontario Paper Co., Minneapolis. Made on Insulite’s 
new $1.5 million machine, it looks like wood, feels 
like wood and works like wood, but it has no struc- 
tural or surface grain, no knots, no slivers. 

Insulite Primed Siding can be worked with ordi- 
nary wood working tools; it cuts easily and cleanly 
with hand or power saws. It is fast and easy to ap- 
ply; no nail drilling is necessary. The prime coat- 
ing is an integral part of the manufacturing proc- 
ess. Prime-coated on face, back, edges and ends, 
every piece is ready for a fast, economical finish 
painting on the job with any good exterior paint. 

Both long edges of Insulite Primed Siding (for 
horizontal applications) are cut at a precise angle 
with the corner slightly rounded. Called the “weath- 
erdrip” edge, it causes water to drip straight down, 
prevents it from flowing back behind the siding. 
These angle-cut edges also serve to make the prod- 
uct reversible. Either edge may be used as the 
bottom edge with the face side out, saving material 
waste, especially on gable ends. 

Insulite Primed Siding is available in three forms: 
(1) Insulite Primed Siding for horizontal lap ap- 


68 


plication, which is 12” thick, 12” wide and is avail- 
able in 8’, 12’ and 16’ lengths; (2) Insulite Primed 
with vertical grooving for any exterior; panels are 
1%” thick, 4’ wide and 8’ long, and (3) Insulite 
Primed Siding Panels, plain panels without 
grooves, which are 14” thick, 4’ wide and 8’ long. 





INSULITE PRIMED SIDING panels without grooves are quickly 
and easily applied with batten strips. Square edges fit together 
easily for continuous wall surface. 
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A Directory to Better Building and Increased Sales 


The concerns listed below specialize in the precision production 

of America's finest hardwoods—Appalachian Hardwoods. Finest 
because rich soil and climatic conditions of this area produce soft 
texture, uniform grain, and easy workability. These woods are 
available now as lumber, flooring, most standard and specialty 
building items. Assure yourself of more sales with their exceptional 
quality. Order Appalachian Hardwoods today from the following firms: 





*M. E. Crisp Lbr. Co., Welch, W. Va. 


West Virginia and ee age Ap alachian Hardwoods, 
sh, 


Oak, Poplar, Beech, Maple, 
other hardwoods, Al] facilities. 


ickory, Chestnut and 





“Cherry River Boom & Lbr, Co., Richwood, W.Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 





*Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension. 





*McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 








*The M. B. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
“Century’’ Oak and Maple Flooring. 





Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut, Poplar, Basswood, Beech, 
Cherry. Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 





“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 


J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 


Manufacturers Appalachian Hardwood Lumber 








*Member Appalachian Hardwoods Manufacturers, Inc. 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 
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WooD — -Toledo, Ohio WE CAN 
W. VA.--Bayard, Elkins, SERVE 
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Springs, Fort Springs TRUCK 
Write For Catalog VA.—Clinchburg 


WOOD PRODUCTS CO. 


TOLEDO, OHIO 


POST and RAIL 
SCREEN TYPE PICKET 
RESIDENTIAL 





MANUFACTURERS 


(begins on page 68) 
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PROTECTION FOR LUMBERMEN 





For specialized protection in casualty insurance and bonds 


Lumbermens “UW GU.L) yw 


James S. Kemper, chairman H. G. Kemper, president 


Mutual Insurance Building, Chicago 40 
_Circle No. 55 on Coupon, Page 76. 





Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 








MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 
Air-dried QUALITY LUMBER Kiln-dried 
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COMPANIES ANNOUN 
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Miller Wood 


W. W. Miller, Jr., Johnson City, Tenn., and Walter J. 
Wood, Memphis, Tenn., were elected president and vice- 
president, respectively, of the National Oak Flooring 
Manufacturers’ Association at the group’s annual meet- 
ing in Memphis. New directors chosen were: Ralph Pad- 
gett, Padgett-Smith Flooring Co., Mountain View, Mo.; 
J. E. Walker, Monterey Hardwood Flooring Co., Monterey, 
Tenn., and H. R. Leathers, A. H. Leathers Mfg. Co., Dick- 
son, Tenn. Among the major grading rule amendments 
was a reduction of %4’ in the average length of flooring 
bundles in the upper grades, Clear and Select. 


United States Steel Homes Div. of U. Steel Corp. has 
appointed A. J. Zauher as chief peel engineer and 
H. W. Rudolph as vice-president of engineering and opera- 
tions. Zauher will have his headquarters in the division’s 
new plant at Harrisburg, Penna. 


The Southern Pine Association recently completed its 
organization in Winslow, Ariz. Representatives of lumber 
firms in Arizona, New Mexico, Colorado and Utah at- 
tended the meeting. T. P. Gallagher, Albuquerque, was 
elected president; R. L. Moore, Alamogordo, N. M., first 
vice-president; Arthur Whiting, Fredonia, second vice- 
president, and F. Sargent, Jr., Albuquerque, secretary- 
treasurer. 


The 19th annual convention of the National Association 
of Architectural Metal Manufacturers will be held May 
7-12, at the Fairmont hotel, San Francisco. The Iron and 
Steel Div. of the NAAMM will meet May 8; the Non-Fer- 
rous Div. will meet May 9; the Metal Curtain Wall Div. 
will meet May 9; the Tablet and Letter Div. will meet May 
8 and the National Association meeting will be held May 8 


The election of George J. Pecaro as executive vice- 
president is announced by The Flintkote Co., New York 
City. Formerly general vice-president, Pecaro succeeds 
Perce C. Rowe, who recently was named president of the 
company. Both are members of the board of directors. 


The election of Robert R. Porter as president of Keasbey 
& Mattison Co., Ambler, Penna., is announced. He suc- 
ceeds Ernest Muehleck, who is retiring. Associated with 
activities of the company for the past two years, Porter 
was elected executive vice-president in March, 1956. 
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A NEW USE for polyethylene film is in the construction of tem- 
porary farm buildings and low-cost greenhouses. Temporary 
shelter above was erected quickly by tacking flexible film made 
of Bakelite polyethylene, produced by Bakelite Co., New York 
City, to a knock-down wood frame. These plastic houses are 
swiftly assembled, withstand rain, snow and high winds and are 
finding wide acceptance. 
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DEALER(_)PARADE 


1957 DEALER CONVENTIONS 





Wisconsin 


A record crowd of lumber deal- 
ers were in attendance for the 
67th annual 
convention of 
the Wisconsin 
Retail Lumber- 
men’s Associa- 
tion in Milwau- 
kee, Wis. Dele- 
gates were high 
in their praise 
of the business 
meetings and , 
the many fine Davidson 
exhibits. Russell H. Davidson, 
Tower-Hubbard Lumber Co., West 
Allis, was elected president for 
1957. He succeeds William E. 
Wolfe, Palmetier & Abell Lumber 
Co., Waukesha, who becomes 
chairman of the advisory board of 
past presidents. 

L. H. Wagner, Baysinger Lum- 
ber Co., Green Bay, was elected to 
the newly created office of associ- 
ation vice-president; H. P. ‘““Mac” 
McDermott was reelected as execu- 
tive vice-president and secretary, 
and Patrick J. McCormick, McCor- 
mick Lumber & Fuel Co., Madison, 
was elected treasurer. Directors 
elected were: District E, Raymond 
M. Schmitt, Schmitt Lumber Co., 
Two Rivers; District F, H. L. 
Grange, Lane Lumber Co., Dar- 
lington. 


Virginia 

Major theme of the 31st annual 
meeting of the Virginia Building 
Material Association in Richmond 
was “Show and Tell; Serve and 
Sell.” A record crowd of dele- 
gates spent three days attending 
the business sessions, listening to 
inspiring talks and studying the 
various exhibits. 

Officers elected for 1957 were: 
president, R. B. Johnson, York 
Supply Co., West Point; vice-presi- 
dents, Milton M. Maddux, T. H. 
Maddux Co., Marshall; Carolyn B. 
Nettleton, C. B. Nettleton, Inc., 
Covington; Chas. B. Robinson, 
Clinch Valley Lumber & Supply 
Co., North Tazewell; Paul F. 
Rosenberger, John W. Rosenberg- 
er & Co., Winchester, and Fred 
Shortt, Mingo Lime & Lumber Co., 
Grundy. Maurice R. Large, Farm- 
ville Mfg. Co., Farmville, was 
elected treasurer. 


West Virginia 

Delegates attending the 44th an- 
nual convention of the West Vir- 
ginia Lumber and Builders’ Sup- 
ply Dealers’ Association in White 
Sulphur Springs were told that 
they will have to “spar with the 
auto industry” for every dollar of 
home improvement business this 





“You all come” is the invitation from 
Atlanta, Ga., as the International Con- 
catenated Order of Hoo-Hoo announces 
Sept. 16-18 as the dates of its 66th 
annual meeting. Atlanta Hoo-Hoo Club 
No. 1 is acting as host. The Dinkler 
Plaza hotel in the heart of downtown 
Atlanta will be convention headquar- 
ters. 


Lloyd W. Fradet, president of the 
Kelly-Fradet Lumber Co., East Long- 
meadow, Mass., has been elected 
president, and Gerald M. Fitzgerald, 
Fitzgerald Building Supply Co., West- 
field, Mass., has been elected first vice- 
president of the Valley Lumbermen’s 
Association. The elections took place 
at the recent annual meeting. The 
association has more than 30 member 
firms in western Massachusetts and 
northern Connecticut. 
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Losses estimated at upwards of 
$200,000 were sustained at the O’Con- 
nor Lumber Co., Westfield, Mass., re- 
cently when a fire destroyed three 
large buildings in the center of the 
large lumberyard. The cause of the fire 
was undetermined. 


Gordon A. Granger, yard manager, 
Stiles Lumber Co., was elected 1957 
president of Grand Rapids, Mich., Re- 
tail Lumber Dealers Association, to 
succeed Robert Keegstra. Other new 
officers are: vice-president, Howard 
Wilson, Suburban Lumber and Fuel 
Co.; secretary, Roy Smith, Smith Lum- 
ber Co.; treasurer, Richard Ballast, 
Standard Supply and Lumber Co. 


Emerson S. Smith, veteran advertis- 
ing man, has been named director of 
advertising and public relations of 
Ketchum Builders Supply Co., Salt 
Lake City, Utah . . . The Sherwood 
Lumber Co., Hugoton, Kan., has been 
sold-to Vernon I. Parsons by the O. L. 
Sherwood estate. The new owner is 
operating the firm under the name of 
Parsons Lumber Co. 


year. Wade W. Hildinger, vice- 
president, National Gypsum Co., 
warned lumbermen that they can’t 
“sit back and let nearly 10 million 
potential customers take out an 
other coupon book for another new 
car, TV set or expensive vacation 
when they should be investing in 
home improvement.” He estimated 
that one house in six is too small, 
every third house needs a new 
built-in, one in two needs insula- 
tion and one in five needs a Ccar- 
port, garage or garage repair. 

Officers elected for 1957 were: 
president, Harold Eddy;  vice- 
president, D. G. Ogden; treasurer, 
John F. Barr; directors, district 
No. 1, Robert W. Mellott; district 
No. 2, John Badger; district No. 3, 
G. J. Dickerson; district No. 3A, 
A. L. Hayes; district No. 4, 
Thomas Williams; district No. 5, 
George W. Kelly; district No. 6, 
John Hill; district No. 7, J. C. 
Borden, and director - at - large, 
tobert Briggs. 


Nebraska 


The 66th annual convention of 
the Nebraska Lumber Merchants 
Association was 
held in Omaha 
recently. R. D. 
Birge, Jr., North 
Platte, was 
elected  presi- 
dent. The new 
vice - president 
is M. M. Sack of 
Crete. In the 
final business 
session, lumber- 
men favored continuance of the 
Nebraska Trade School at Milford. 
They unanimously passed a reso- 
lution opposing the abolishment 
of the school. M. O. Strand, York, 
chairman of the resolutions com- 
mittee, said the association felt 
the school was needed to relieve 
the shortage of skilled mechanics. 


Birge 


THIS NEW STORE was opened by Lake 
Forest (Ill.) Lumber Co. in observance of 
its 50th anniversary last month. The new 
office and showroom (32' x 30') has an 
expanded paint department and attrac- 
tive paneling displays, which are attract- 
ing favorable attention. John H. Martin is 
president and manager of the firm. 
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ee TE ay open for ventilation and cleaning. A 
NEW PRODUCTS ae tied S: et wood block may be used for larger 
: windows. Nestar Products Co., Dept. 
(begins on page 60) a j AL, 6509 Hough Ave., Cleveland 3, 
' : Ohio. 


Circle No. 240 on Coupon, page 76. 





wood, The completed machine features 
a large 10” x 20” tilting table, big 
convenient controls for changing and 
adjusting belts, standard 6” x 48” end- 
less belt. Driver drum is 4” diameter 
and turns on new departure ball bear- 
ings. Gilllom Power Tools, Dept. AL, 
P. O. Box 6157, Lambert Field, St. 
Louis 21, Mo. ‘ : : 
Circle No. 239 on Coupon, page 76. Through Its special patented design, 

= Nestar ch Jack uniformly ap- 
: plies pressure from tension-legs that 
All-Metal Window Jack are adjustable in length from-21” to 
A new all-metal Window Jack saves 40”. Sashes are not nicked or dam- 
money, time and tempers by taking aged. With the aid of a Nestar unit, 
the frustration out of opening paint- jammed standard-size windows of 
stuck windows, manufacturer says. homes, schools, etc., quickly ease 


ae Scicapataianasebees eee = aes : : ——— 


Predecorated Ceiling Tile 


A predecorated ceiling tile that re- 
sembles a woven homespun fabric is 
the first step in incorporating color 
and design into the Armstrong ceiling 
: line. Temlok Tile, gered _— No. 

” . i 100, features a subtle, neutral-colored 

Yeah b.02% I said pattern on a white background. Pro- 
% , vided with a tongue-and-groove joint, 

the tile may be blind nailed or stapled 


WESTERN WHITE _ to furring strips, or cemented to an 


2 _¢ existing ceiling. The subtle pattern and 

SPRUCE a, , shade are designed to blend with any 
afi style or color of decor. Temlok Tile, 

: Decorator Style No. 100, is available 
in 12” x 12” size, %” thick. Arm- 
strong Cork Co., Dept. AL, Lancaster, 


Penna. 
Cirele No. 241 on Coupon, page 76. 








from ALBERTA Canada 3% 
is the BEST for farm buil. What's Your Answer? 


(Questions on page 64) 


bel A 


Light as a duck’s down . . . strong as 
a Brahma Bull. Western White Spruce 
is just “ducky” for everything from 
farm houses to (you should pardon 
the expression) chicken coops, ma- 
chine sheds, and granaries. You get 
fast delivery too on Western White 
Spruce from Alberta, Canada. 


1. By yard precutting and fabrication 
of house components. See article. 
page 43. 

. Because it serves dependably for 
framing and sheathing as well as 
for flooring, siding, molding and 
other finish uses. See ad, page 31. 

3. 3’ wide. See article, page 56. 

. Send for a complete merchandising 
kit. See ad, pages 22-23. 

5. Remodeled his self-service lumber- 
yard along the lines of a grocery 
supermarket and let the customer 
do most of the work. See article, 


ALBERTA page 34. 


FOREST ’ ALBERTA FOREST PRODUCTS ; .(1) Creative Selling Contest and 
(2) New Home Merchandising Con- 


PRODUCTS : CANADA PERMANENT BUILDING : € 
: ; 10126 - 100 STREET, EDMONTON 5 test. See ads, pages 66-67. 
ASS'N. ‘ ee , . Atlanta, Ga., Sept. 16-18. See item, 
CANADA PERMANENT BUILDING * PLEASE SEND FREE BOOKLET ON USES OF WESTERN” page 71. 
10126 - 100 STREET, EDMONTON ° catia aoaiaae . . Pay-as-you-build plan. See article, 
page 54. 
. Write Signode Steel Strapping Co. 
See ad, page 24. 
.Kaiser Aluminum. See ad, pages 
20-21. 


Weatetel fe pkey 


ay lian! Ki ¥ 


ALBERTA, CANADA * NAME 


« ADDRESS 








Circle No. 35 on Coupon, page 76. April 29, 1957, AMERICAN LUMBERMAN AND 








Installment No. 4 





“Big 











Tickets” 








A builder speaks... 


"Here is how you can get 


my business.’ 


Martin L. Bartling is a successful 
home builder in Knoxville, Tenn. He 
was among the first builders to use the 
Lu-Re-Co (Lumber Dealers Research 
Council) panel system of construction. 

Mr. Bartling’s testimonial about 
Lu-Re-Co at the 1957 Northeastern 
Lumber Dealers Association conven- 
tion prompted American Lumberman 
to arrange an exclusive interview with 
him regarding builder-dealer relations, 
printed below. 

This frank appraisal of the lumber 
dealer is the third in a continuing 
series of articles about “Big Ticket” 
business appearing in each issue. Pre- 
vious installments have been on a deal- 
er’s “Idea House” program, and a two- 
part series on the kitchen business. 
Next issue, the story of how a top- 
notch dealer sales team gets builder 
business will be told. 

To provoke further progress in big- 
ticket selling, American Lumberman is 
launching a national competition to 
find the best builder-dealer relation- 
ship. Details on page 66. 

—The Editors. 


Q. Mr. Bartling, we understand 
that you have built up to 75 homes 
a year in the Knoxville area, and 
have used the Lu-Re-Co system 
ever since it came out. What do you 
think the future of the lumber 
dealer is going to be as far as work- 
ing with contractor-builders like 
yourself ? 

A. I think that if the lumber 
dealer takes advantages of the in- 
herent advantages which he enjoys 
(he may not know he enjoys these 
advantages, but he does), I think 
the dealer’s future is extremely 
bright. 


Q. In what way? 


A. There is a very definite trend 
to component building and prefabri- 
cation. Iam not implying that either 
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one will eventually take over the 
market entirely, but they will cer- 
tainly play a dominant part and a 
lumber dealer through the develop- 
ments that are coming in the 
Lu-Re-Co package will be in a posi- 
tion to offer all of the advantages of 
the prefabricator with relatively 
few of the disadvantages that the 
prefabricator has. 


Q. Do you get your components 
through a regular lumber dealer? 

A. I buy all the parts through a 
regular lumber dealer. However, I 
do not pay full retail prices. I get 
a certain volume discount, I guess 
you would call it, which anyone nor- 
mally would enjoy if the volume was 
sufficient. 


Q. You said that the future of 
the contractor-dealer relationship 
depended primarily upon the dealer. 
Would you explain? 


A. When a lumber dealer talks 
to a builder, the builder says, “I can- 
not afford to do business with you 
because I cannot pay a 40-50% 
markup.” The dealer’s responsibility 
is to show that the builder not only 
can pay an adequate markup, but he 
can make money by doing so, if the 
dealer takes over certain functions 
of the builder, such as some of his 
overhead items — truck deliveries, 
ownership of trucks, certain draft- 
ing and architectural services that 
he can render and, of course, ware- 
housing. 


Q. What about help in planning 
the builder’s homes? 


A. Well, in the case of a Lu-Re-Co 
dealer, the system setup provides 
him with a certain number of stock 
plans. As the Lu-Re-Co system de- 
velops, undoubtedly it will include 


a catalog of parts. The catalog of 
parts will be furnished to the archi- 
tect in his locality and the architect 
will find it much easier and cheaper 
for him to use standardized parts 
and components made locally than 
it is by doing it the normal way. 


Q. Can you make specific sug- 
gestions about how the dealer can 
go about improving his relationship 
with the builders in the area? 

A. Well, I think there are several 
routes that can be followed. If there 
is a National Association of Home 
Builders chapter in the area, it 
would be a good idea for the lum- 
ber dealer to become an associate 
member in this chapter and, let’s 
say, increase his contacts and make 
friendships with the builders. I 
think another way would be for the 
Lu-Re-Co dealer to develop a mer- 
chandising plan, taking all of the 
plus factors he has into considera- 
tion and the acquainting the build- 
ers in the area with the profit po- 
tentials that are there. 


Q. Were you approached by the 
dealer in your area or just how was 
the relationship brought about? 


A. No, I was not approached by 
the dealers in my area. I went to 
them. I saw the advantages from a 
builder’s standpoint, but no one in 
the building materials side of it had 
bothered to try to interest the 
builders in it. They were just wait- 
ing, I guess, for someone to knock 
at their door. 

Q. Have you had any special 


problems that you have whipped, 
let’s say, in working with Lu-Re-Co? 


A. No. The greatest advantage of 
Lu-Re-Co is that it allows wide lati- 
(continued on page 77) 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 
Rates. 
1 Time —25c per word for each insertion. 
Minimum charge of $1.25 per line. 


3 Times—20c per word rer each consecutive 
insertion. Minimum charge of $1.00 
per line. 


ofl 





HELP WANTED 





FHA TITLE II MAN 


Large Florida Retail Lumber and Building 
Material concern wishes to employ experi- 
enced Lumber and Building Material man who 
has had experience in making applications for, 
and processing, FHA Title II loans and in the 
handling of Construction Mortgages. Only man 
with good record need apply. Address Box 
V-39 erican Lumberman, Inc. 





Add $1.50 per insertion for blind ads b g 
box number. 


No agency commission or cash discount al- 
lowed. 


All ads for classified section must be in 
Publisher's office 14 days preceding date oi 
publication. Advertisements are set in uniform 
: — style. No cuts or special borders al- 
owed. 


Replies forwarded without additional charge. 
Count five words to a line and when less 
are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 


Wanted: Manager for large Retail operation 
in a Texas Metropolitan center, doing in ex- 
cess of two million a year. must be experi- 
enced al} phases, purchasing as well as han- 
og Sales personnel. Would appreciate as 
much detail as possible with reply, with the 
assurance that correspondence will be held in 
strict confidence. Address Box V-42 American 
Lumberman, Inc. 





LUMBER, MILLWORK & BUILDING SUPPLIES 
Young man, some experience needed, for buy- 
ing. inventory control, and estimating, for 
rowing retail lumber yard. eastern side of 
reater Cincinnati. Address Box V-65 American 
Lumberman, Inc. 








HELP WANTED 


SITUATIONS WANTED 





DETAILER AND BILLER—Large midwest archi- 
tectural millwork pany has opening for two 
experienced detailers and billers ——- to 
make shop drawings for schools and church 

Send of experi age, salary de- 
sired and availability. Excellent opportunity 
for right man. Reply Box V-20 American Lum- 
berman, Inc. 














MANAGER WANTED to take full responsibility 
for purchasing, selling llections, and per- 
sonnel. Three yards located in Northern Illi- 
nois. Will discuss salary with bonus proposi- 
tion. State age, experience, qualifications, and 
references. An exceptional opportunity for the 
right man. Address Box V-51 American Lum- 
berman, Inc. 








c issi 1 to sell Southern and 
western forest products on split profit basis 
exclusive territory and full protecti Gai i 
Lumber, Box 1774, Shreveport, La. 











WANTED: Two countermen and one yard fore- 
man with fair knowledge of lumber and mill- 
work. Excellent future and generous pay for 
capable, conscientious workers. Age no barrier 
if in good health. Southeastern Michigan. Ad- 
dress Box V-61 American Lumberman, Inc. 





Sales Manager and buyer for retail lumber and 
building material dealer located in fast grow- 
ing southern Louisiana industrial area. One 
familiar with selling. collections and book- 
keeping, as well as making up estimates from 
blue prints. Preferably a man from country 
town or small city. State age, former employers 
and whether willing to work on drawing sal- 
ary and percentage of profits. Good locality, 
schools and churches. Address Box V-62 Amer- 
ican Lumberman, Inc. 





WANTED: Assistant manager and yard man- 
ager, including limited bookkeeping duties in 
Central Illinois county seat, population 6000. 
New yard facilities, good competition. Excel- 
lent opportunity for young man with lumber 
yard experience, including future opportunit 
to invest into the business. Address Box V-6 
American Lumberman, Inc. 





Wanted—Part-time salesman to sell Douglas 
Fir lumber for West Coast Manufacturer. Com- 
mission basis. Could be worked along with 
other lines such as Hardware, etc. Please state 
lumber experience, area travelled and refer- 
a. Address Box V-64 American Lumberman, 
nc. 


74 


Retail lumber store ger seeks opening in 
New Engiand area. Prefer firm heavy on con- 
sumer sales or desiring to convert to consumer 
type operation. Have sound experience. Ad- 
dress Box V-53 American Lumbermam, Inc. 








Lumberman, age 30, fully experienced all 
phases estimating, purchasing. millwork, ar- 
chitectural drafting, construction techniques, 
seeks position as manager with progressive 
ard. Write Box V-66 American Lumberman, 
nc. 





WHOLESALE LUMBER SALESMAN 


With successful and heavy experience in West 
Coast lumber and plywood carload sales. 
Large loyal dealer following in Central Ohio. 
Must headquarter at Columbus, Ohio. Avail- 
able May Ist. Address Box V-67 American 
Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 





FACTORY REPRESENTATIVES: A few choice 
territories still available for Storm King’s 
fast-growing Slide-O-Matic Horizontal Primary 
Aluminum Window. Increased production facil- 
ities and extensive national advertising are 
making this America’s fastest growing win- 
dow. Factory representatives on a commis- 
sion basis are ded i diately to set-up 
distribution in areas where we are not now 
represented. Exclusive features and attractive 
pricing assure qood reception. If you need a 
good primary window line, don’t overlook this 
money-making opportunity. Write, wire or 
phone Mr. J. A. sen, Storm Kin 





Corpo- 
ration, Miamisburg, Ohio. Telephone 6-2471. 





MANUFACTURERS AGENTS 


We are now ready to expand sales representa- 
tion on our brand new architectural door 
weatherstrip product development. Top results 
already achieved in test markets, and is a 
year around seller. 


Get in on the ground floor of this volume 

seller developed by one of the nation’s most 

respected brand names. Many areas open, 
absolutely protected accounts. prompt com- 
missions. 

Write at once for literature and product sam- 
le, which is easily quickl emonstrated. 
ery simple to understand; virtually sells on 

sight. Full marketing helps, advertising, etc. 

Give your phone number. Box V-45 American 

Lumberman, Inc. 


SALES REPRESENTATIVES 
AVAILABLE 





COMING TO CHICAGO? 
Let's get acquainted. Have sold Lumber Yards 
thru Jobbers since ‘39. Please phone Wilmette 
985 or Write Box 43 — R. T. Hosking. 





MANUFACTURER'S AGENT AVAILABLE 
Excellent opportunity for manufacturer seeking 
distribution in the state of Wisconsin. We have 
three men traveling the state calling on lumber 
yards, paint. and hardware trade. If you have 
a good product, we can sell it. Address, Box 
V-54 American Lumberman, Inc. 





Experienced business man age 41 desires con- 
nections with manufacturers as a representa- 
tive, selling commodities to Retail Lumber & 
Building Material Dealers, located in Min- 
nesota, Iowa and Dakota territories. Possesses 
excellent business connections in above area 
that stems from 16 years experience in present 
capacity as buyer for a Midwest Line Yard 
Company. References furnished on request. 
Will travel for personal interview. Reply Box 
V-68 American Lumberman, Inc. 





Manufacturers representative desires volume 
line. Good lumber and building supply dealer 
and wholesaler contacts in Maryland, Dela- 
ware and D. Address Box V-69 American 
Lumberman, Inc. 





Aggressive sales organization covering build- 
ing material jobbers and dealers in Eastern 
Seaboard looking for additional lines. Address 
Box V-70 American Lumberman, Inc. 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kilz Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bldg., Pittsburgh 22, Pa. 
105 Lake Street. Reno, Nevada. 





STEEL RAILS 
16%, 20%. 25#. 30%. SSH. 4H and heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





LUMBER & DIMENSION WANTED 





Wanted — Mouldings 
Northern or Appalachian mill producing Hard- 
wood Mouldings to pattern. Give species usu- 
ally available. Address Box V-71 American 
Lumberman, Inc. 





MACHINERY WANTED 





1 End Trimmer 

2 Heysters 

1 4-Side Planer 

2 Band Resaws 

1 75 Horse Power Electric Motor 
1 Circle Resaw. 


Chattanooga Lumber & Coal Corp. 
P. O. Box 164 
Chattanooga, Tennessee 





LUMBER & DIMENSION 
FOR SALE 





FOR SALE: North Carolina White Pine. Rough, 

surfaced or S2S&R/S. Quality Hardwood Pal- 

— Corinth Hardwood Cv., Box 581-A. Bristol. 
‘enn. 





FOR SALE—Northern Pine lumber, rough or 
S4S DET. A. M. Rhoda Yard, Bemidji, Min- 
nesota,. 
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BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 





For sale, complete planing mill, Central 
Penna., location, large lot on D. L. & W Rail- 
road siding. Only planing mill in town. Write 
Box V-58 American Lumberman, Inc. 





FOR SALE 


Yard in southern Wisconsin, Rich Farming 
Community. One yard town, small investment, 

= my ee for owner to run himself. 
ddress Box V-59 American Lumberman, Inc. 





: BUSINESS FOR SALE 
Retail lumber, building material, hardware, 
paint business with lease on property and 
trackage in growing city of 130.000 in Waseem 
State. Gross Sales in excess of $175,000. Write 
Box V-72 American Lumberman, Inc. 


FOR SALE—Retail lumber and building supply 
yard, located in heart of resort and farming 
area in west lcwer peninsula Michigan. Ap- 
proximately $35,000.00 required. Terms to right 
ew. Address Box V-73 pe vl Lumberman, 
ne. 


FOR SALE: Two busy yards—Sell one or both. 
Liberal financing to responsible party. Wonder- 
ful opportunity for ambitious, young man. 
Owner Age 7 hould be retiring. Southern 
gy ay Address Box V-74 American Lumber- 
man, Inc. 





USED MACHINERY FOR SALE 





FOR SALE 


SKINNER-ENGINE 
AND 250 KW GENERATOR 
CURRENT—440—3 P 60 CY. 

WITH CONTROLS 


REASON FOR SELLING 
TOO SMALL 


WAHLFELD MFG. CO. 
PEORIA, ILLINOIS 





TIMBER, RIPPING AND SURFACING UNIT 
. Band saw 64” Wheels, 8” saws. 
. Knight Carriage, 4 blocks, 36 ft. long. 
. No. 1 Boss Timber Surfacer size 30’’x16”. 
ALSO 
- Berlin #341 Band Resaw 54” wheels. 
6” saws. 
e. Ross Carrier, Model 70, 5 ton. 
. Mall Chain Saw #7 (Gasoline) 
- Monarch Uni-point circular CC Saw 5 H.P. 
OFFICE EQUIPMENT 


- Burroughs Moon Hopkins Billing Machine— 
special. 

. 2 Kardexes—l4 drawers—cards 3x5. 

. Elliott Postal Card Printing Machine. 


Bishop Lbr. Co. NIC 2315 Elston, Chicago, III. 





Berlin combination planer, matcher, and re- 
saw. fully motorized, complete set of cutter 
heads; in fine operating condition. 
Quirk Manufacturing Company 
udahy. Wisconsin 





FORK LIFT TRUCKS FOR SALE 


GOVERNMENT SURPLUS— 
EXCELLENT CONDITION 


Pneumatic tired fork lift trucks — All sizes 


Hyster 15,000 lb. capacity $5,500.00 
Ross 15,000 lb. capacity $5,000.00 
Ross 10,000 Ib. capacity $3,950.00 
Hyster 7,500 lb. capacity $3,450.00 
Towmotor 6,000 Ib. capacity $3,600.00 
Ross 5,000 lb. capacity $2,950.00 
Hvster 4.000 lb. capacity $2,750.00 
Clark 2,000 lb. capacity $1,650.00 
THE U.S. TRUCK SALES COMPANY 
1750 East 55th St. Cleveland, Ohio 
Phone: UTah 1-0400 
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FOR SALE 


Ross Straddle Carrier—Model 70-6675, 2-3 years 
old. 9.00-20 and 7.50-15 tires. Wheel guards. 
Spec. Sprockets. Price $3750.00 FOB our plant 
is less than 50% of cost new. 
HUSS LUMBER COMPANY 
1350 W. Fullerton Avenue 
Chicago 14, Illinois 





Clark Ross 15,000 lb. Capacity Fork Lift. 
Like new—$5,500 Terms 

Eddie Martin Lumber Company 

Duluth, Minnesota 





FOR SALE 


V-60 Yates Resaw 60” LH—tilt rolls. Practically 
new. Pilot wheel set works for fractional saw- 
ing. V-belt drive 75 HP. Six 18 gauge saws. 
Last word for complete unit. $8,100.00. 
HUSS LUMBER COMPANY 
1350 W. Fullerton Avenue 
Chicago 14, Illinois 





2 ROSS CARRIERS—1952 Models, excellent con- 
dition, Model #91-7968N, 15 ton capacity. 


Midwest Steel Corp. 
Charleston, West Virginia 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minn. 


inneapolis, 





DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
“Timber-r-r’’ cartoons. For FREE proofs write 
LILLY ADVERTISING CARTOONS, Box 
Long Beach 1, Calif. 





BOOKS FOR SALE 





LOGGING. By N. C. Brown. The principles 
and methods of harvesting timber in the 
United States and Canada. This book will help 
the student and operator to gain a better un- 
derstanding of logging methods employed. 
Price $5.00. 


BLUEPRINT READING. By Dalszell, McKin- 
ney and Ritow. A practical book of self- 
instruction on blueprint reading as applied 
to the building trades. The popular question 
and answer method is utilized and two sets 
of plans are included. Price $1.75. 


CYCLOPEDIA OF BUILDING TERMS. 64 
pages of definitions, illustrations, charts and 
tables to assist lumber and building material 
dealers in the operation of their business. 
Manual of Fundamentals of light construction 
and building materials for lumber dealers. 
Excellent presentation. Price 


HANDY LUMBER CALCULATOR. A useful 
pocket size manual including a lumber cal- 
culator for standard sizes, log rules, esti- 
mated weights of lumber and useful miscel- 
janeous lumber tabulations. Price 50 cents. 


WOOD STRUCTURAL DESIGN DATA. Com- 
jled by National Lumber Manufacturers’ 

ociation. Information on physical, chem- 
ical, and mechanical properties of wood, and 
tables showing how to determine the correct 
size of member, also on standard sizes, meas- 
urements, and trade terms. Price 


SCRIBNER’S — AND LOG BOOK. In- 
Ai 1 or 1 , ‘‘ + 


P 8 
men, etc. Vest pocket size of 1950 pages. 
giving tables on scantling and plank measures, 
round timber reduced to inch measure by 
Doyle's Rule, log tally calculations, and other 
valuable information. Price $1.00. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 








store 
Mr. Lumber Dealer: 
a basic store fixture 
designed specifically 
to display and dem- 
onstrate burlding 
materials. 


isplay 


fixture 


Here’s a display fixture 
that shows large samples of 
roofing and siding, together, 
as they actually appear ap- 
plied on a house. 

The smallest roof and sid- 
ing unit yet devised to dis- 
play these bulky materials: 
15914" long, 46” wide and 
7914" deep. Holds and dis- 
plays 24, 3’ x 5’ siding 
samples and 26 large roofing 
samples. Forward and lat- 
eral sliding tracks enable 
you to show combinations 
quickly and easily. 

Estimated price if bought 
at retail: $550.00 plus ship- 
ping. 

By building it yourself, 
you can save more than 
$250.00! Complete plans, 
working blueprints, step-by- 
step instructions, materials 
and materials source list 
and details on modifica- 
tions, only $8.75. Available 
by return post from Amer- 
ican Lumberman. Fill-in and 
mail coupon now. 


American Lumberman Dealer Service Dept. 
@i35 N. Clark St., Chicago 2, Illinois. 


Please send me postpaid thethree blueprints and com- 

plete instructions for the retail lumber dealer roof and 
idi it display fixture. | am enclosing $8.75. ease 

send check or money order.) 

Name —_— - 

Company___ 

Street = ee —— 


City_. a 
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Consumer Data 


Garden Lighting. A new brochure 
(Bulletin No. 135-57) covering garden 
and play area lighting equipment is 
announced by Steber Mfg. Co. New 
items include a Pathlite equipped with 
fresnel lens to provide a wide oval 
beam to light walks or paths with a 
minimum number of fixtures. Another 
new unit is an outdoor twin receptacle 
fixture for underground wiring. Under- 
ground pipe fitting with watertight 
connector is also available. The new 
bulletin fully describes these new 
items and the complete line of Steber 
garden and play area lighting equip- 
ment. Steber Mfg. Co., Dept. AL, 
Broadview, IIl. 


Circle No. 242 on Coupon, page 76. 


Garden Redwood. Design ideas by 
outstanding landscape architects are 
contained in a 16-page booklet (8C— 
1957). Titled “Garden Redwood Ideas 
from California,” this new booklet 
replaces the 1956 booklet in Section 
III, subsection 3C of your Data Book. 
The garden structures presented in the 
booklet were designed not only to cre- 
ate attractive garden settings, but to 
control the elements and to provide ex- 
tra living room in the garden. Califor- 
nia Redwood Assn., Dept. AL, 576 Sac- 
ramento St., San Francisco 11, Calif. 

Circle No. 243 on Coupon, pgae 76. 


ITERATURE 


Packaged Stepladders. A sturdy lad- 
der for household use made of the very 
best quality short leaf yellow pine ma- 
chined to extra smoothness is fully 
described in an instruction sheet just 
issued. Shipped in cartons 1242” wide 
x 3” deep by length of ladder—with 
instruction sheet—the kd ladder is said 
to be easily assembled in minutes and 
is available in 4’, 5’, 6’, 7’ and 8’ sizes. 
Breyer Bros., Whiting and Co., Dept. 
AL, 4 East Franklin St., Waupun, Wis. 


Circle No. 244 on Coupon, page 76. 


Flooring. “How to Lay a Lifetime 
Floor of Northern Hard Maple,” is the 
title of a new booklet just issued. The 
booklet covers full information on floor 
laying plus liberal illustrations. Sand- 
ing suggestions and floor finishing pro- 
cedures are also described. Maple 
Flooring Manufacturers Assn., Dept. 
AL, 35 East Wacker Drive, Chicago 1, 
Ill. 


Circle No. 245 on Coupon, page 76. 


Technical Data 


Amerock Hardware. A new, 20-page 
catalog (No. 214) illustrates in color 
Amerock’s complete line of hardware 
for cabinets, built-ins, furniture and 
doors. Prominently featured is Con- 
temporary Cabinet Hardware now 
available in three finish combinations 
—polished brass with black accents, 


satin copper with black accents and 

ebony black with rold accents—to suit 

modern interior themes. Extensive ap- 

plication photos and drawings show in- 

stallation ideas and demonstrate dec- 

orator effects. Amerock Corp., Dept. 
L, Rockford, Ill. 


Circle No. 246 on Coupon, page 76. 


A new booklet, titled “The Borg- 
Warner Gold Key Plan for Builders,” 
presents advantages of the plan 
through which Borg-Warner’s new 
Builder Sales Div. offers six major 
building product lines on a group or 
individual basis. Concise technical in- 
formation is given on Airline heating 
and cooling units, Alfol aluminum foil 
blanket insulation, Ingersoll-Hum- 
phreys plumbing fixtures, Koolshade 
sunscreen, Norge appliances and York 
air conditioning and heating equip- 
ment. Copies are available from Build- 
er Sales Div., Borg-Warner Corp., 
Dept. AL, 310 S. Michigan Ave., Chi- 
cago 4, Ill. 


Circle No. 247 on Coupon, page 76. 


Silent Folding Doors. Made of the 
finest pressed wood or plywood build- 
ing panels and trimmed and framed 
in steel, new silent folding doors, called 
Slimdor, are fully described in a two- 
color, four-page brochure now avail- 
able. Liberal illustrations show how 
Slimdor, which fits any standard door 
frame, provides full vision, full walk- 
in and full opening width, or when 
used in either tandem or multiple units 
provides full wall closets or storage 
walls. Williams Products Co., Inc., 
Dept. AL, 6127-37 Cedar Ave., Phila- 
delphia 43, Penna. 


Circle No. 248 on Coupon, page 76. 
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Mail to American Lumberman & Building Products Me.chandiser 139 N. Clark St., Chicag. 2, Ill. 
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BUILDER SPEAKS 


(continued from page 76) 





tude for on-site errors. It is flexible 
as far as construction is concerned. 

Q. We have talked about what the 
dealer can do to strengthen this re- 
lationship. What can the builder do? 

A. That is a hard question. The 
builder is a pretty independent cuss 
usually. Most builders, as you know, 
are small builders, small business 
men, and they are so used to being 
wooed by all the segments of the 
building industry that I am not sure 
the average builder will approach 
the lumber dealer. I think the dealer 
is going to have to take the initia- 
tive. 

Q. Then he has an advantage to 
gain? 

A. He certainly has. Particularly, 
in times like we are going through 
now, with a profit squeeze for the 
builder. If the dealer can help elimi- 
nate some of the fixed overhead for 
the builders, I think you will find 
the builder very appreciative and 
willing, at least, to try components 
out for awhile. 

Q. You say that the dealer cannot 
expect the builder to pay retail 
prices. How do you think the dealer 
can make an adequate profit on the 
components ? 

A. Well, I’ll put it this way. The 
Lu-Re-Co dealer who comes to make 
a sale to the builder is in a wonder- 
ful position to secure the sale of the 
complete bill of materials, rather 
than stopping at the panels. In other 
words, for the builder it is easier 
to get a one-stop purchase and de- 
livery system than to pick up one 
piece here and another there, and 
so on. 

Once you get your foot into the 
door, it has been the experience of 
most Lu-Re-Co dealers that they will 
pick up the gypsum board business, 
the plywood sheathing business, the 
shingle business and all the rest. 
The dealer will get a great share of 
materials sale in those houses. So 
the profit potential are really enor- 
mous and he can afford on that 
basis to take a little less markup 
and get a bigger gross per house. 

Q. Do components make any dif- 
ference to the consumer? 

A. The people, once the house is 
erected, do not know if it is a 
Lu-Re-Co house, conventional or 
what. There is no way to distinguish 
it. 

Q. Mr. Bartling, thank you for 
your views. We are sure that our 
readers will benefit from them. 

A. You are welcome. I again 
emphasize that I think the lumber 
dealer has a golden opportunity to 
get into a volume basis with the 
builder if he will just exploit his 
component package. 





SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 
For pre-painting preparation—the 
smooth way to “‘crack-proof” plaster 
walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
and knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
or fall out. Available in 1, 5 Ib. cans; 
100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


GLUE CO. 


ST. LOUIS 6. MO. 


CONSUMERS 


ISIS N. HADLEY ST 


Circle No. 57 on Coupon, page 76. 


This man 
is looking into 
your future 


How does it look? Rosy? Free of 
cancer? You hope! But hoping isn’t 
enough. Of every 6 Americans who 
get cancer this year, 3 will die because 
science still has no cure for them. It 
will take research . . . lots of research 

. to find that cure. And research, 
let’s face it, takes money. Pitch in and 
help. Send a generous check. . . right 
now... to “Cancer” in care of your 
local Post Office. 


American Cancer Society 
77 




















Quality is more in 


SHUTTERS 1005 
demand than ever AND DOORS 
before! Capitalize on 


. 
famous Grand Rapids ° ° 
quality construction with e with the 


de’cor louvered shutters ° 

and doors. With de’cor of . 
Grand Rapids, Inc. you expect ° 
quality and you get it, plus . 
specialized consultation service 

on all of your problems of a 
measurement and installation. e 


styling 
and service 


, that’s easy 
— for new illustrated . 

booklet with complete sales . | 

information and profitable = to sell! 
discounts. Please use firm 
letterhead. 


de’cor OF GRAND RAPIDS, INC. 
1613 EASTERN AVENUE S. E., GRAND RAPIDS, MICHIGAN 
Associate Member Grand Rapids Furniture Makers Guild 


. 
e 
e 
e 








Circle No 36 on Coupon, page 76. 
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Pole-type construction with prefab- 
ricated lumber saves time and money 
on all types of farm buildings. 
J. Neils Lodgepole Pine poles and 
posts are straight, strong, uni- 

" formly tapered, Penta or cre- 

Life osote treatment. Can be in- 
PENTA cluded with mixed cars of 


treated or untreated lumber. 
TREATED 


Free plans and erection instruc- 
BARN 


POLES 

















J. NEILS 
“Double 


tions are available. 


J. Neils Lumber Company 








Mill and Treating Plant 
at libby, Montana 


Circle No. 37 on Coupon, page 76. 


CLDEALER POUNTERS 


. . . 
Inexpensive Display Pushes Specials 

A pair of easy-to-build counters and a couple 
of hand-painted signs boosted impulse sales of 
various odd lots and special buys for Capitol 
Lumber Co., Milwaukee. 

Supported by wrought iron legs, the bottoms 
of the counters are plywood; the sides, 1x8 di- 
mension. With these displays the firm mer- 
chandises a wide variety of items. These in- 
clude wrenches, sponges, miter boxes, coping 
saws, block plans and other hard-to-move 
items. Pricing these at 97c has encouraged im- 
pulse sales. 

“Much to our surprise,” says Max Lapping, 
head of Capitol’s hardware department, “stuff 
we couldn’t sell for a dollar moves fast at 97c. 
And a lot of the stuff on the counter wouldn’t 
move at all when we stocked it on our regular 
displays.” 


r “ 
Sign States Retail Sales Policy 

Everybody knows what the sales policy is 
at the Drive-In Lumber Mart, Fort Dodge, 
Iowa. It is posted on the wall behind the 
counter, where everybody can see it. Headed 
“Our Sales Policy,” the sign reads: 

Merchandise—Our aim is to supply you with 
the latest top-quality building materials at the 
lowest possible prices. 

Terms—All sales are cash at time of pur- 
chase. 

Deliveries—A nominal charge is made for 
all deliveries with our own trucks. 

Returns—All merchandise approved by us 
for return will be credited back at 10% less 
than the selling price. 

Special Orders—We require a 25% down 
payment on all orders for odd-size or non- 
stock items. 

Budget Plan—A monthly payment plan is 
available. 


April 29, 1957, AMERICAN LUMBERMAN 





pen door 


to profits! 


... that’s your stock of 
Milcor Steel Access Doors 


Good building practice calls for quick, convenient servicing of 
plumbing, heating, electrical, and air-conditioning systems. And right 
there is your opportunity to sell Milcor Access Doors — in volume 
Every home needs at least one — larger buildings often need hundreds. 
Milcor Steel Access Doors are loaded with sales points: 

They have the advantages of steel — but, installed, actually 

cost less than doors made of wood. 

They are completely assembled — ready to install — in one operation 

They can’t warp, crack, shrink, swell, rot, or burn. 
You can furnish three types for use with plastered and unplastered 
construction. Sizes range from 8” x 8” to 24” x 36”. Stock all three types, 
to fill the calls you get from plastering contractors, builders, 
and plumbers. Price list upon request. 


Steel Access Doors 


INLAND STEEL PRODUCTS COMPANY 


Dept. P, 4029 West Burnham Street, Milwaukee 1, Wisconsin 
ATLANTA @ BALTIMORE e@ BUF ALO @® CHICAGO e@ CIN 


KANSAS CITY @ LOS ANGELES @© MILWAUKEE e@ MIN® 





Many 
Lumber Dealers and 
Flooring Establishments 


are awakening to the fact they’ve been so 
close to the forest they can’t see the trees. 


There’s money to be made in fabricating 
and selling Formica. The demand is greater 
than present fabricators can accommodate. 
Lumber dealers and flooring establishments 
are just “‘naturals’’ for helping supply this 
demand. The reason: They probably have 
all that’s needed to get into Formica fabri- 
cation. 


Are you missing this ‘plus’? business? 
Builder and direct consumer sales represent 
your hot market. You’re losing money if 
you let it cool. 


DEMAND THIS CERTIFICATION 





Ca ®) 
fo ORMIC If you don’t already stock 


. it’s readily available from warehouse stocks 
in 115 cities. 


PLYWOOD: Draw from your own stock. 


EQUIPMENT: Your sales and service operations have 
probably already required you to have the basic 
tools and equipment you'll normally need in Formica 
fabrication. 


CRAFTSMEN: Your workmen are already familiar 
with Formica . .. or at least have the background 
that will make them old hands in no time at all. 


GET THE PROFIT STORY... 

. . Learn the “extra mileage” facts. The coupon 
brings you your free copy of ‘How to Make Money 
With Formica.” 


FORMICA CORPORATION 


Subsidiary of ——"S vananti D> 
4630-7 Spring Grove Ave., Cincinnati 32, Ohio 


In Canada: Arnold Banfield & Co., Ltd., Oakville, Ontario 


Please send me a copy of “How to Make Money With Formica.” 
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RUB OFF WITH LOTS OF BAR SOAP (/ = Pays in Performance 


Seeing is believing. If this wash-off identification 
és not on the product, it’s not FORMICA. 
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